ublished Every 
Other Thursday 


NEED GOOD ROPE 


From the great 10-inch hawsers to the slender halliards that keep Old Glory 
flying, every foot of rope aboard many of the new Liberty ships will be Columbian. 

Easy-handling, low-wearing . . . Columbian Pure Manila Rope can be depended 
on to stand the severest stresses of modern usage. Its Red, White and Blue surface 
markers are a familiar sight wherever men “go down to the sea in ships.” 

Your customers will gladly use rope made of substitute fibers while pure 
Manila rope is contributing so much to our war effort. » 
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Paint and Varnish Brushes of all types 
and kinds have taken on an amazing 
importance as an essential War Supply. 


The Government is keenly aware of this fact, as 
evidenced by the War Production Board’s (brist- 
le freezing) General Preference Order M-51 with 
its Conservation Amendent, regulating and re- 
stricting the entire Brush Industry. Other com- 
ponent parts of brushes such as metal ferrules, 
tacks, rivets, setting compounds, etc. are difficult 
to secure without proper indentification as War 
Supplies. 

Rightnow mosttypes of brushes are available only 
for Defense or War Orders. Factories, air fields, 
cantonments, shipyards, transportation compan- 
ies, utilities, hospitals, educational, State, County, 
municipal institutions and many more can pro- 
vide you with properly indentified War Orders 
for Paint Brushes. These orders can be filled by us 
through Wooster Jobbers. *« * We urge you to 
concentrate on BRUSH SALES FOR WAR USES. 
Help yourself by helping the Nation’s War effort. 
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THE WOOSTER BRUSH CO. * WOOSTER, OHIO oe 
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Wherever Plants 

Must Be Guarded 

..-Rhere Is Lock Business 
For You 


Sell them YALE quality. Leading lock experts 
recommend YALE for strength. 


; 


They will recognize the name YALE... for genera- 

tions the sign of greater lock value. moe 7 [A i 

YALE advertising urges them to buy better locks to ° 
YALE PUTS 3 BIG SALES MOVERS 


get more protection. 
IN YOUR BUSINESS 


Our war industries need such items as padlocks, 


master key systems, hardware — for plant lockers, 





tool cribs, stock bins, etc. Put the Yale Moving Men STop, - G05 
Rar, o 
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to work—go after this business that can give you a 
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priority —the kind of business we need in order to 2 





> 


continue supplying you with locks. 


THE NAME YALE HELPS MAKE THE SALE 


THE VALE & TOWNE Stanroro. conn. sa. 
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“During the past yeor our 
paint soles have nearly dou- 
bled and we are positive that 
most of this increase was due 
fo the Style Guide service.” 
—R. B. Buckley 
Chippewa Falls, Wisconsin 


“Since we began using the 
Style Guide, we have had 
more than $3,000 of extra 
business which we could not 
have got without the Guide. 
it’s the best sales help ever 
placed in a paint salesman’s 
hands.” 
—Hubbard Bros., Inc. 
Medford, Oregon 


44 
IT’S BEEN BREAKING 
PAINT SELLING RECORDS 


PROVED 
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FOR 3 YEARS B44 


“In our estimation, the Style 
Guide has the world beaten, 
especially when it comes to 
getting new business. 

“We know of nothing that 
builds so much good-will 
among homeowners, makes 
so many lasting friends and is 
the direct means of ringing the 
cash register as many times 
during the day as the Sher- 
win-Williams Style Guide.” 

—Earl R. Gifford 
Taft Furniture & 

Hardware Co. 
Taft, California 


“In addition to building up our 
paint sales 25% over last 
year, the Style Guide has sold 
plumbing fixtures, cabinets and 
other household items for us.” 
—C. J. Huetiner 

Peoples Hardware Inc. 
Gary, Indiana 


“The Style Guide is by far the 

best feature we have ever 

used in the way of advertising 

our paint and increasing its 

sales. Our customers, espe- 

cially the ladies, go for it in 
a big way.” 

—H. T. Brown 

H. Earl Clack Co. 

Havre, Montana 
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“We can cite literally hun- 
dreds of cases in which the 
Style Guide has played the 
leading part in the sale of our 
paints.” 
—H. O. Slankard 
Spence Hardware Co. 
Kennett, Missouri 


“After using the Style Guide 
continuously since its origin, 
we are happy fo report that 
it has exceeded our expecto- 
tions. Our sales have increased 
each year.” 
—Joseph Fabian 
Kittanning Hardware 
Kittanning, Pennsylvania 
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SELL MORE 


“The Style Guide makes one 
sale lead to another. Our cus- 
tomers tell their neighbors and 
their neighbors tell their 
friends about our Guides.” 
—Taylor Hardware Co. 
McMinnville, Oregon 


“Each of our seven stores has 

found the Style Guide a regu- 
lar gold mine of profits.” 

—G. D. Oliver, Jr. 

Turner Hardware Co. 

Stockton, California 


“We are sold on the Style 
Guide because of what the 
Style Guide has sold for us.” 
—Henry J. Lay 

Kewaskum, Wisconsin 


A sk any Sherwin-Williams dealer what he 
thinks of the Sherwin-Williams Paint and Color 
Style Guide. It’s practically a sure thing he'll 
equal or exceed the enthusiasm of the dealers 
whose words appear in this advertisement. Be- 
cause for three years this exclusive Sherwin- 
Williams paint merchandising idea has been 
proving itself in the one way that counts most 
with apy dealer—its sells paint . . . and how! 

“Just what is this Style Guide?” you ask. 

Briefly, it’s the world’s largest and most strik- 
ingly beautiful collection of American home 
and room photographs shown giant-sized in 
full, attual color. . 

Only by seeing the Guide can you appre- 
ciate its amazing beauty, its exquisite color. 
Once you see it, you'll readily understand why 
it’s the quickest, easiest and most effective way 
to sell paint—more paint than you could pos- 
sibly sell without it! 

Let us prove our statements, show you the 
Guide, give you the facts about the S-W 
Franchise. Just fill out and mail the coupon. 
No obligation! 


SHERWIN-WILLIAMS FP? 
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Myers dealers, because of their wide 
knowledge and experience in well and 
pump problems, should make it their 
war time duty to help farmers take full 
advantage of their present water ser- 
vice equipment through extended 
usage of running water to barns, feed 
lots, poultry houses and gardens. They 
should consider it their war time re- 
sponsibility to keep existing farm pump- 





Full utilization of their water supply will enable 
many farmers to produce their quotas of dairy, 
poultry, meat and vegetable products without in- 
creased investment in equipment, land, feed or 
fertilizer and without added labor. * * * * * * 















ing equipment operating and to this end should 
stock repairs and replacement parts in sufficient 
quantity to take care of both present and probable 
future requirements. With the possibility of fur- 
ther curtailment in water system production it’s 
up tothem to conserve present stocks to 
have as many water systems as possible 
available fay those who must have new 
equipment to carry on farm work. 

Dealers who assume their full share of 
responsibility at this time should profit 
accordingly from the sale of repairs as 
well as from new business when there 
are enough Myers Water Systems again 
available to take cave of the demand. 


PUMPS - WATER SYSTEMS - SPRAYERS - HAY TOOLS - DOOR HANGERS 
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(STANLEY | 
THE TOOL BOX OF THE WORLD 





ACCURATE MITRES, every time, are assured 
with a Stanley Mitre Box. : 

In the complete Stanley line there are mitre boxes 
especially designed for woodworking, for school 
shops,: linoleum laying and metal cutting. Every 
one is made to close precision limits with simpli- 
fied construction for easy setting. All bear reassaa 
this world famous mark of quality in tools Trade mar 


Catalog No. 34 shows a complete range of mitre 
boxes and other Stanley Tools. Ask for « copy. 


STANLEY TOOLS 


NEW BRITAIN, CONN. 


Hie TOOL BOX OF THE WORLI 
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Thank Soedness tora flashlight battery 


E when you want +” J Y A 
ie Here's Your Answer 
for Blackout Sales! 


WINCHESTER 


Fresh-50%-Longer 
\ BATTERIES 


Now Available in Ideal 
New Display Unit 


satthnias 


WITH NEW POWER-SAVER INNER SEAL 


ITH increasing blackout demands 
added to the steadily growing nor- 
mal requirements for flashlight batteries, 
- there's a lot of profitable business ahead for 
1st eri (ae those dealers who are adequately stocked 
Here’s your golden opportunity! Winches- 
ter fast-moving nationally advertised Power 
Saver Inner Seal Batteries are now avail- 
able in an ideal set-up in Merchandiser Display Unit No. 42. 

This new master merchandising unit brings you: 


A sure-fire pilfer-proof self-seller merchandiser that brilliantly dis- 
plays 36 batteries in less than one-half square foot of counter space. 
96 Winchester Fresh-50%-Longer Batteries—the nationally adver- 
tised batteries with 18 months shelf life guarantee. 

Ideal display to cash in on impulse buying in each of those heavy 
traffic spots in your store. 


4 A profit of 35% 


NO. 42 BATTERY MERCHANDISER UNIT 


Consists of 
1 No. 4 Battery Cabinet FREE 
96 No. 1511 Winchester Unit Cells 
Total Retail Value (10c ea.) $9.60 
Suggested Dealer Cost 6.24 
DEALER PROFIT (35%) $3.36 


sui WINCHES yn CHESTA P 
vasmuien 18 5 oa as EE to render service. 
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Order from your Jobber a plentiful supply while they 
are available—do it TODAY! 


WINCHESTER REPEATING ARMS ae NEW HAVEN, CONN., U. 


Division of Western Cartridge Company 
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A Mane teat Sana for Ufood lok 
KLEIN’! 


Wren a man who knows good tools 
says “Klein’s,” he means the finest in pliers. 
So linked in the minds of linemen, elec- 
tricians, good workmen everywhere, is 
the name Klein with quality tools that the 


two have become synonymous. 


When your customers ask for a pair of 
Klein’s it is a subtle tribute to the high 
reputation with which these better tools 
are regarded by men who have proved 
their quality in the toughest laboratory of 
all—actual use. It is a subtle tribute, too, 
to your judgment that they expect you to 
have Klein’s in stock. 

DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 


International Standard Electric Corp., New York 
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Oo, More motorists are now using 
Simoniz and the Simoniz Kleeners 

to J a tem | 
more frequently. They realize it's ~~. 
the only way to preserve the finish Se 
and value of their cars in this 
emergency. An opportunity for you 
to make up profits lost on hard-to- 

1 get merchandise. 


THE SIMONIZ COMPANY 
Chicago, U.S.A. 






Seatueiey’ 


U. S. Government Urges Motorists 
to Protect Finish 4 Times a Year. 














Simoniz and the Simoniz 
Kleeners are backed by sen- 
sational national advertising 
campaign in magazines, over 
the air, and on billboards. 
Motorists never have a chance 
to forget their importance in 
preserving the finish on any 
car during this emergency. 


Make Up Profits Lost o1 
Hard-to-Get Merchandise! 


Go “all out” for Simoniz and the Simoniz 
Kleeners! Easy to get. Easier to sell because 
everyone insists on them! Your opportuni- 
ty to make more money than ever before! 
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os Du Pont nylon leaders and snelled hooks have been 
highly successful. Many fishermen are asking about 
their availability today. You can tell them that current 
production of nylon is entirely for vital war needs, where 
its special qualities are needed. But, you can add. 


4! 





enough nylon has been made up into leaders and snells 
for a normal fishing season. And after the emergency. 
plenty of nylon will be available for your sportsmen 


customers. 


“Is nylon strong?” Yes... tostate 
it mildly! Nylon is an example of 
where science improves on nature. 
Nylon is at least as strong as the 
best quality new silk gut. It is 
stronger than gut which, is not 
fresh. 


“Are nylon filaments uniform?” 
Yes! Nylon is a chemically made 
material, carefully controlled dur- 
ing production. As a result, nylon 
is true to gauge, smooth and sound. 
Its elasticity is apparent too. 


“What about durability of nylon?’’ 
On fishing leaders, give Mr. 
Skeptic these facts: nylon leaders 
and snelled hooks do not fray or 
split or get brittle. Nor do they 
get sleazy or swell in use. Nylon 
keeps its qualities. 


“Can the fish see it?’’ Nylon is 
less visible in the water because 
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it has less sheen than gut. This 
gives more life to the fly and helps 
catch more fish. 


“‘How should | tie knots with ny- 
lon?” Knots are easily and per- 


manently tied with nylon. Use 


level or tapered leaders, or con- 
tinuous lengths packaged in 10-yd. 
coils from 6 to 20 Ib. test. For full 
instructions, send for free copies 
of the 32-page booklet, “What you 
ought to know about Du Pont 
nybon leader material.” (Mr. 
Dealer: Write for free supply of 
these booklets. ) 


“Any soaking?’’ None. Tie ’em 
dry! Cast’em dry! This, of course, 
means a big time-saving and nui- 
sance-saving for sportsmen. 


“‘How about the new nylon snelled 
hooks?” Same as with leaders: 
extra durable, strong, with less 

visibilitv, and elastic to take up 


I. DU PONT DE NEMOURS & CO. (INC.) lif 
{rlington. \. J 


Plastics Denartment « 


the shock. Leading tackle manu- 
facturers still supply limited quan- 
tities of nylon for fishing. And 
expert anglers demand it. So dis- 
tribute your nylon carefully for 
a good season this year. 





Nylon Racket Strings 
are available, too! 


> Enough nylon tennis strings have 
been prepared for a normal season. 
Nylon strings have proved their ex- 
tra advantages in a full season of 
play. They’re accepted by profes- 
sionals and amateurs. 


Remember, Du Pont nylon strings 
are resilient. They resist moisture 
—and they don’t sag, fray or get 
brittle. They control the ball. They 
are strong and durable. Best of all. 
nylon strings are economically 
priced—a good, profitable item for 
your store. For maximum service 
and satisfaction from your supply 
of nylon strings send for the free 
wall card, “How to string nylon 
easily and quickly.” 
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OF PROFITABLE 


SCREWDRIVER SELLING 


Union Hardware “Champions” are the 
kind of screwdrivers you can sell profit- 
ably to the growing number of farseeing 
customers who know it’s sound buying 
to pay a few more cents to get a lot 
more VALUE! Five styles and twenty- 
five sizes, from the 5'%4 inch “Special” 
to the 401/, inch machinist type, enable 
you to offer a genuine “Champion” no 
matter what the requirement. Use of 
the best tool steel, expertly tempered, 
and the exclusive construction feature 
which positively prevents the blade from 
twisting loose in the handle make every 
“Champion” one solid unit of strength. 
See your jobber about stocking or re- 
stocking “Champions’—the top-quality 
line that has lived up to its name for 
half a century. 


Electrician 


now 


Machini-t 


Special 


HARDWARE COMPANY 
Gwe EWE Ge § U 


TORRINGTON. CONN. 


NEW YORK OFFICE ISI CHAMBERS 
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FEATHERWEIGHT 


Shauels 


PERFECT 
BALANCE 


A new redesigned socket 
gives to the PONY Solid 
Shank Shovel the perfect 
balance which no other 


solid shank shovel has. 


Equipped with 
i) | OLE 4 
BAND 


The famous ABW Shock 
Band gives to the shovel 
greater handle strength. 
[his is a patented feature of 
PONY Solid Shank Shovels. 


Ath Your Jobber 
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AMES BALDWIN WYOMING CO. 


Porkersburg, W. Va North Easton, Mass 


ABW PRODUCTS 
SHOVELS FORKS 
SPADES HOES 
SCOOPS RAKES 
POST HOLE DIGGERS 
AGRICULTURAL HANDLES 
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AMERICA is well on the way toward 


achieving the mightiest air force the 


protection to vital’ equipment in busy 
parts factories, arsenals and far-flung 


assembly plants . . . and on teeming 
On the 


world has ever dreamed of... vast 


air armadas that even now cast shadows 
of doom over the vaunted gangster 


fleets . . . but for every fighting ship, 


airports and training fields. 
fighting line and on the production line 


. « « Wherever America strives toward 


it’s a long way to the runway and the Victory . . . Master is on guard! 


skyway ... and all 
the way Master locks 


stand guard, giving 


* 


WROUGHT ae ee eee a ee CASE 


MASTER LOCK COMPANY, Milwaukee, Wis., Wells Leading Padlock Manufacturers 
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Order No. 160-BC. Vaughan’s Improved CAN OPENER 
COMBINATION ... BOTTLE OPENER .. . CORK 
SCREW ... AND A NEW OPENER FOR ALL CANNED 
LIQUIDS! The only complete Can Opener Combination on 
the market, at a popular price. Packed on individual display 
cards. One dozen to the box. A fine seller. Send for prices. 


Vaughan's 
SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seller. More than fifty mil- 
lion sold. Individually packed 
on three-color display card. Two 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. INC. 
3211-25 CARROLL AVE. CHICAGO, ILL. 





Famous for many years as America’s 
finest asbestos wick for oil-burning stoves, 
ranges and heaters, Flamemaster is also 
the quickest selling wick by reason of its 
superior merchandising set up. Look at 
the counter and wall dispensing units 
pictured at the right. Get these displays 
working for you Write us today or ask 
your jobber for details. 






SENIOR DISPENSER 


Sales Aids 


* All-metal displays end 
cutting waste. 

* Eliminate costly errors JUNIOR DISPENSER 
of misfiguring lengths. 

* Eliminate losses from 
tangled shop-worn stock. 

* Displays show the wick 
itself where people will 
think of it—and buy. 


Features 
* Flamemaster is full- 
quality ‘Rock Weave."’ 
* Specially ventilated for 
free easy flow of oil. 
* Quick lighting always. 
* Burns with clean flame. 
* Gives better combustion. 
* High heat resistance. 
* Extremely long life. 


ATLAS ASBESTOS CO. 
Desk 2, North Wales, Pa. 








BOXED WICK 


Distributed by the ¢ ountry’s Leading Jobbers 
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| 100 East 42nd St. 


‘Salesmen. 








x « « « MAKE YOUR STORE + * » « 


ICTORY 


GARDENS 
HEADQUARTERS! 


...and be sure to recommend 


ViGORO 


The Complete Plant Food 
A PRODUCT OF SWIFT & COMPANY 





Help your customers get bigger, 
better vegetables — and more of 
them! 























It’s Easy 


to See — 


Why so many adver- 
tisers use the Classi- 
fied Opportunities 
Section of Hardware 
Age when they want \ 
to reach Manufactur-,’ 
érs, Manufacturers’ 
Agents, Jobbers, Job- 
bers’ Salesmen, Re- 
tailers and Retail 
They reach the very class they 
That is 





want to reach and get results. 
why the— 


CLASSIFIED 
OPPORTUNITIES SECTION 


of Hardware Age is so well patronized—advertisers know 
they are advertising in the right medium. Hardware Age 
carries their message straight to the “Cream of the trade” 
without waste circulation. Your advertisement speaks the 
Hardware language to the Hardware trade. Send your ad 
with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 
New York City 
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The 

Book That 
Tells You 
Who 
Makes It 





the “Who Makes It” Issue of Hardware Age— 


NOW when many manufacturers of hard- 
ware products are devoting part or all of 
their output to National Defense, hardware 
buyers are finding more use than ever 
for this Merchandise Directory Number of 
Hardware Age. It is a big help in locating 
acceptable alternate items if your preferred 
items are temporarily out of stock. 


When you are looking for a particular 
product, or some much wanted line of mer- 
chandise, or important catalog data about 
certain products—refer to the Green Index 
in the front of the book first. It will prob- 
ably lead you to the very data you want. 
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The “Who Makes It” issue gives you the 
product information of over five hundred 
manufacturers, so presented that you can 
see at a glance what company or companies 
make it and on what pages their products 
are illustrated and described. 

This handy, informative buyers’ guide 
supplies you with the names of manufactur- 
ers, their products, trade-names, etc. In 
many cases it gives the actual catalog data 
of the product or products as presented by 
one or more manufacturers in their con- 
densed “Ad-Catalog”. Make this directory 


serve your wants. 
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@ When people come into your store “just for a bolt and 
nut”’—that’s an opportunity to sell them something more, 
just as it is when they come in in response to your “‘sales”’ 
of other merchandise. You can find out what it is they 
want to repair, and help them select the proper tools for 
the job. You can find out what else about their premises 
needs repairs, and advise them on that too. A garage door’s 
hinges sagging? It’s a sale for butts and hinges as well as 
bolts and nuts. Junior’s little red wagon needs a bolt? It’s 
a “set-up” for a can of red paint and a brush as well. 


Hardware dealers have always had “sales” of all sorts of 
merchandise to attract people to their stores. If it’s a 








“paint sale,” it’s just good business to sell brushes, a mop, 
a pail, a putty knife and putty, and many other related 
products. If it’s a “kitchenware sale” a dealer tries to sell 
an electric roaster, percolator, kitchen knives, mixing 
machine and other kindred products. But no one ever 
heard of a “bolt sale” and probably never will. 


But from now on—for the duration—you will not need 
any “bolt sales” to bring customers into your store for” 
bolts and nuts. They will come in of their own accord, 
for hasn’t the Government advised “use what you have 
and keep it in repair”? And doesn’t that mean that since 
practically everything is held together by bolts and nuts, 





that your sales of this common-place product will in- 
crease? And don’t you know that of all the products you 
sell, none offers a better profit, a more certain profit to 


the dealer, than bolts and nuts? 


With manufacturing, and eventually, sales of many kinds 
of profitable household equipment suspended “for the 


duration,” it’s just good business to give aid to the lines 
you handle by letting your customers know that you are 
prepared to help them keep their present equipment in 
service. Washing machine, ironing machine, vacuum 
cleaner, lawn-mower, mixing machine—they all wear 
out some parts in regular service. Keeping them in serv- 
ice often means merely the replacement, in time, of an 
important bolt and nut somewhere. Be sure that you let 
your customers know you have a bolt stock. 


Easiest way to service most ordinary needs is with the 
Lamson Speedmerchant. It contains sufficient stock for 
most usual household needs. Beyond that, your regular 
Lamson stock of bolts and nuts will enable you to give 
the kind of service your customers will expect. 


Ask your jobber to get you a Lamson Speedmerchant as 
soon as he can. There are many-orders ahead of you now, 
so do not delay too long; 


Stock of the Lamson Speedmerchant includes 16 packages 
of Machine bolts (16 sizes); 16 packages of Carriage 
bolts (12 sizes); 10 packages of Round Head Stove bolts 
(7 sizes); 7 packages of Flat Head Stove bolts (7 sizes); 
7 packages of Machine Screws and Hexagon nuts packed 
in 5c lots in Cellophane (7 sizes)—and every item carries 
a full margin of profit for you; ; 

Watch for succeeding Lamson advertisements. They will 
tell you of products which will be particularly useful in 
helping your customers “use what they have and keep it 
in repair.” Some of these products, such as Lamson Lock 
nuts and Lamson Weather-tight bolts, will be new to you, 
and new even to your jobber. But do not hesitate to stock 
them when you can get them for they are all of Lamson 
quality—with a reputation for integrity of more than 75 
years behind them. And ask for your copy of the Lamson 
“Ready Reference” List from your jobber’s salesman, or 


write us for a copy. It’s a handy visible-indexed edition \ BUY U.S. DEFENSE BONDS x 


of our catalog and price list which will serve you well. 


THE LAMSON & SESSIONS COMPANY « 1971 West 85th Street ¢ Cleveland, Ohio 
Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 








LAMSON & SESSIO 
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Ask your Jobber for the Lamson Line 





WORKS FOR YOU 
..» by helping folks make old things do! 


T SURPRISES some folks (maybe 

even you) to find the name Du Pont 
on a household cement. But how it 
helps you sell! 

Folks know Du Pont makes prod- 
ucts of the finest quality—nylon, 





REG. U.S PAT OFF 


Cellophane, Duco. That’s why they 
readily accept Duco Cement. 

And right now they need just such 
a cement—to mend things hard to 
replace. Duco Cement is waterproof, 
flexible, transparent! Holds with a 


bulldog grip on ‘most everything. 
While it’s on your mind, order a 
stock of Duco Cement and display 
it on your counter. Ask your jobber 
or write E. I. du Pont de Nemours 
& Co. (Inc.), Wilmington, Delaware. 
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Recapture 


Your Neighborhood Trade 


TIRE SHORTAGE GIVES where it can be seen and purchased. 


Another good move is to train clerks to 


you AMAZING extra courtesy. Many customers are irritated 
over shortages. 
OPPORTU NI I Y Train your clerks also to tell your customers 
what you /ave and what you haven't. Explain 
to them how to solve customers’ problems. 





STORER 


me 


+ mar we. 
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You don’t hear much nowadays about 40-mile 
motor trips to buy a screw driver or a padlock. 


The tire shortage has put a stop to it. Finally, push such nationally-advertised ! 

Your home trade is coming home to stay if quality lines na prose wipe se: or aligned é 
you're alert and energetic enough to seize ‘ ae k eS a on 2 
this 1942 opportunity. ae 

Many dealers have already started to make AMERICAN CHAIN DIVISION ¥ 
1942 an Old Home Year for their Gusanets York, Pa. - Boston - Chicago + Denver - Detroit - Los Angeles é 
by getting their merchandise out in plain view New York + Philadelphia - Pittsburgh - San Francisco 





YOUR JOBBER CAN HELP YOU 


considerably at this time. He’s a clearing house for 
retail merchandising and selling ideas. Give him a 
chance to cooperate. 





AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 
im . ESSENTIAL PRODUCTS . . . AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brokes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Molleable Iron Castings, CAMPBELL Cutting Machinés, FORD Hoists ond Trolleys, HAZARD Wire Rope, 
- Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
V,) READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... 1m Business for Your Safety 
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Order M-126:— 


Another sweeping WPB 
order, known as M-126, has 
been announced. It is more 
drastic in its curbs on civilian 


production than any previous’ 


steps in line with “all-out war 
measures.’ This order, ef- 
fective July 31, hits practi- 
cally all phases of the hard- 
ware industry and trade and 
will probably put many small 
manufacturing units com- 
pletely out of business be- 
cause they cannot be success- 
fully converted to war 
production. The full story of 
this far-reaching order is told 
in this issue on page 34. It 
should be read thoughtfully, 
for it seriously threatens to 
hamstring almost completely 
any future replacements of 
goods made of all metals ex- 


_ cept gold and silver. 





Price Ceiling Order: 

As has been expected for 
some time, a general price 
ceiling order has come from 
OPA. It becomes effective 
for retailers on May 18 and 
for manufacturers and whole- 
salers on May 11. The gist of 
the ruling is that highest 
March 1942 prices become 
the maximum prices. Full 
details of this new regulation 
appear in this issue on page 
38. By no means does this 
regulation establish identical 
prices for competing sellers. 
It does not provide uniform 
pricing and is intended as a 
curb against inflation and not 
as a price fixing move. For 
example, if Smith’s highest 
price last March on a certain 
hammer was $1.49 and Jones, 
across the street, had in March 
a high price of $1.59 on the 
same item—the differential 





could legally remain, although 
obviously the competitive fac- 
tor would probably force 
parity. There is much book- 
keeping necessary under this 
regulation. The detailed 
story explains this phase and 
should be studied carefully as 
there’ are severe penalties for 
failure to comply with the 
provisions of the order. 


Enforcement:— 


It has been officially an- 
nounced, throu gh regional 
OPA offices, that a vast army 
of volunteer price - control 
wardens, without legal powers 
of any kind, will be estab- 
lished through an expanded 
number of local rationing 
boards. These wardens will 
be the point of contact for 
the public in the administra- 
tion of the price ceiling regu- 
lations. It has been estimated 
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Maximum Price Levels for Seasonal 
Merchandise NOT Sold in March 


A. J. Kwitek, chief, Hardware and Mill Supply Unit, Office of 
Price Administration, in discussing the Maximum Price Regula- 
tion at the recently concluded Triple Mill Supply Convention in 
Atlantic City, N. J.. in a series of questions and answers clarified 
some of the more confusing terms of the regulation. How to arrive 
at maximum prices for seasonal merchandise not sold in March, 
1942, has been a puzzler to retailers since the price regulation 


was issued. 


Mr. Kwitek explained it by saying: 
“Use the same margin of profit added during nearest previous 


month to March, 1942.” 





that this volunteer group will 
be almost as large as the cur- 
rent Civilian Defense Corps. 
OPA hopes that widespread 
public interest and coopera- 
tion in all phases of inflation 
curbs will tend to minimize 
the need for court action in 
connection with enforcement 
of the price ceiling rules. It 
is also believed that most 
complaints of alleged vio- 
lations will be due to misun- 
derstandings by bu yers— 
notably consumers dealing 
with retailers. The only formi- 
dable kink, from the retail 
standpoint, has been confusion 
over the price ceiling base for 
strictly seasonal goods not 
sold at all during March. An 
official explanation of the cor- 
rect procedure to follow ap- 
pears on this page. Other 
problems will develop as the 
price ceilings become  op- 
erative and OPA _ promises 
prompt decisions where 
needed. 


New Installment 
Selling Rules:— 


Amendment 4 to Regulation 
W further tightens the control 
of retail charge accounts and 





installment selling as another 
part of the Government’s ef- 
forts to curb inflation. This 
amendment, effective May 5, 
requires charge account cus- 
tomers to speed up their pay- 
ments and to complete them 
in 40 to 70 days. If this 
is not done the account is 
transferred to an installment 
basis requiring completion 
within six months and _ pro- 
hibits further credit purchases 
of items listed by the regula- 
tion until accounts in default 
are completely liquidated. 
The scope of merchandise cov- 
ered has also been widened 
and now includes’ practically 
everything a hardware dealer 
would sell the householder. 
The down payment, on most 
items, is raised to 33 1/3 per 
cent with a maximum paying 
period of 12 months. 


Personnel Problems: 


One of the biggest prob- 
lems immediately confronting 
the retail hardware business 
is the personnel situation. 
Younger men have been called 
into service and many thou- 
sands more are headed for the 
Army and Navy. Those who 


are deferred from active ser- 
vice will flock into defense 
plants where higher wages 
are available. The competition 
for help of all kinds is getting 
increasingly acute and so the 
wage lures are being con- 
stantly made more attractive. 
There is a definite limit to the 
wages permissible for retail 
store personnel and, broadly 
speaking, hardware stores 
-cannot compete with defense 
plants. This may tend to 
lower the standards of retail 
store operations and to bring 
added costs to retailing—costs 
which cannot successfully be 
offset with price ceilings in 
effect. Many hardware mer- 
chants will be forced to hire 
older men and women to re- 
place young men who go into 
the service or who find more 
lucrative defense work jobs. 
As a result, store owners will 
have to pay much more atten- 
tion to the training and super- 
vision of employees and will 
face the added burdens and 
responsibilities which for- 
merly were delegated to com- 
petent associates. The fact 
that defense plant jobs prob- 
ably offer less permanence 
than the retail field will not 
deter many people from tak- 
ing such positions when higher 
living costs and _ increased 
taxes make the high wages 
look so attractive. Good store 
operators and managers 
should immediately recognize 
this growing threat and take 
every possible step to cope 
with the problem. 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 56 
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How to M 








HEN the hardware 
dealer sells home insulation mate- 
rial he is actually selling home 
comfort instead of just so much 
material. He is providing the cus- 
tomer with a means of preventing 
heat losses in winter and elim- 
inating oppressive warmth in the 
summer. He must convince the 
prospect that insulation is needed 
for complete efficiency and econ- 
omy, even though his home may 
have the most efficient heating and 
cooling equipment available. A 
good insulation job will pay for 
itself in fuel savings. 

Home insulation is a year ‘round 
necessity and should be sold as 
such. Now is the time to get busy 
to sell it in your community. Most 
homeowners fully realize that in- 
sulation helps keep warm air in 
and cold air out during the winter 
months. However, many do not 
appreciate the fact that it is also 
a vital need for summer comfort. 
Those prospects who appreciate 


the winter advantages of insula 
tion are, in effect, half sold on the 
need for it in their homes. They 
need to be sold on the summer 
advantages, too. 


26 
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Many hardware dealers already 


sell home insulation material in 
bats. sheets, strips. blankets or 
loose. To help more hardware 
dealers do a better selling job on 
this material HARDWARE AGE pre- 


sents the following suggestions: 


Here’s How To Sell ‘Em! 


1—Sell summer comfort 


Curtailed civilian automobile 
travel during the coming months 
will make some homeowners con- 
scious of the need for better pro- 
tection from summer heat. Some 
people, who formerly gave little 
thought to making their homes 
more livable in summertime be- 
cause they were seldom home, will 
give the subject real thought this 
year. 
2—Sell winter comfort 

In recent years, many people 
have insisted on insulation when 
building their homes. War needs 
have eliminated the creation of 
new homes, save those needed for 
defense housing. However, those 
being constructed under govern- 
ment loans must now have insula- 
tion of types and qualities speci- 
fied by the government, still pro- 
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By KENNETH A. HEALE 
Associate Editor 
of Hardware Age 


viding some market in the new 
home field. And there are hun- 
dreds of older homes all over the 
country which sorely need home 
insulation. Show the owners of 
these older homes, with the help of 
insulation producers, that the 
proper use of the right type and 
quantity of this material is both 
a winter and a summer need. Sell 


the idea of better living! 


3—Sell fuel conservation 


The war will make it impera- 
tive for even the wealthiest fami- 
lies to conserve fuel. Proper in- 
sulation will not only decrease fuel 
costs but will increase the winter 
warmth of any home. Some pro- 
ducers have selling aids showing 
pictures of snow on both insulated 
and _uninsulated homes. The in- 
sulated homes have blankets of 
snow because insulation keeps the 
heat in the house. The uninsulated 
homes have little snow because the 





“Show letters from reputable 
users telling of their ex- 
periences with insulation.” 
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Selling home insulation material 


means selling comfort and economy 


to the customer. 


Home insula- 


. . > * 
tion is a year ‘round necessity and 


a source of very profitable sales 


escaping heat melts it. Such pic- 
tures are convincing arguments as 
to the fuel conservation angle. 


4—Have testimonial letters 
Testimonial statements and let- 

ters have merit in the sale of home 

insulation. Whenever you can 
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/nsulate Your Home 
For Summer Comfort 








“Devote some window display space 
to home insulation in advance of 
both the warm and cold months.” 


show letters from reputable users, 
telling of their satisfactory experi- 
ences with insulation. Statements 
that contain facts as to fuel sav- 
ing, greater warmth, etc., really 
create an impression. 


3—Have facts and figures 


While convinced of the fact that 
home insulation saves heat and 
provides greater comfort, there 
are some prospects who still do 
not feel that the cost is justified. 
Show them, with actual figures, 
how users in your community have 
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saved on their fuel bills by having 
insulation installed. Compare these 
savings with the cost of insulation. 
Marshal all the simple but con- 
vincing cost data you can find. 


6—Know about installation 


Installation is a puzzler to many 
prospects. Be able to tell just how 
it may best be accomplished. Know 
reputable concerns in your district 
that have men competent to do a 
good installation job. Show pros- 
pects, with the help of dealer aids. 
just how installation is accom- 
plished, by blowing from the out- 
side or by operating from in- 
side the house. Point out the fact 
that installation is completed in a 
matter of hours rather than of days 
as some people may believe. 


7—Keep a prospect list 

Satisfied users will, in many in- 
stances, be glad to recommend the 
material sold by your store. Record 
the names and addresses of inter- 
ested prospects so that they may 
be checked with in the event they 
do not decide to buy in reasonable 
time. Keep your prospect list ac- 
tive and contact all prospects from 
time to time. 


8—Offer free estimates 


In conjunction with contractors 
who install insulation material, al- 
ways express willingness to pro- 
vide an estimate as to the cost of 
materials and installation. Empha- 
size in your displays, conversation 
and advertising that an estimate 
entails no obligation. 





G—Have outside salesmen 
Supplement your store efforts 
with outside selling. Have outside 
men tell prospects the full story 
from both the winter and summer 
angles—right in their own homes. 
Have them show the prospect 
where and how the material would 





be installed. 


10—Make tests for prospects 

Be prepared to show the pros- 
pect just how and why your fire 
resistant home insulation material 
works. Some producers provide 





“You may develop leads for the 
sale of home insulation by con- 


. 


tacting your local realty men.’ 
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kits for this 
place some of the loose material 
on a range and light the burner. 
Or you can place it in a cooking 
utensil over a hot flame to show 
how:the material resists heat and 
fire. In illustrating the cold angle 
place an ice cube in a saucer. 
Place another cube covered with 


purpose. y ou can 


loose material in another saucer. 
The prospect will then see that the 
cube wrapped in insulation retains 
its form while the other melts. 


11—Use direct mail 

Use the direct mail material— 
cards, envelope stuffers, etc., that 
producers offer in telling prospects 
the whole story. 
prospects with the material by mail 
and in outgoing packages. This is 
worth while 
whether you offer rock wool, min- 


Bombard good 


also a approach 


eral wool, mica pellets, corrugated 


Counter Case 


—_ Millen Hardware Co., Wil- 
mette, Ill., developed a special 
fixture for displaying and stocking 
drapery hardware. Sales in this line 
increased at once, and the time re- 
quired to make these sales decreased 
greatly——all as a result of this im- 
proved display. 

The fixture used for this purpose 
was a discarded cabinet section com- 





paper, treated wood blankets, in- 
sulation boards or reflective sur- 
face insulation. 


12—Use window displays 

Be sure to devote some window 
display space to home insulation 
material well in advance of both 
the warm and cold months. “Talk- 
ing” cards telling the idea of home 
insulation, how and why it works 
and including data as to the ease 
of installation will attract atten- 
tion. Pictures showing actual in- 
stallation work would be good 
supplements to such displays. 


13—Check realty men 

You may develop leads for the 
sale of home insulation material 
by contacting your local realty 
men. For many people now buying 
older homes, the idea of making 
them more fire and weather re- 














sistant with the installation of 
home insulation will be a natural 
appeal. This is particularly true, 
since some things they might 
otherwise buy for modernizing 
their homes are scarce or not avail- 


able. 
14—Sell fire resistance 


Many of the home insulation 
materials now offered will char 
but will not burn. Others will burn 
slowly and only under great heat. 
Knowing the fire resistant quali- 
ties of the insulation material sold 
by your store, and being able to 
tell a straightforward story about 
it, will be another big selling point 
for you. Showing pictures of 
homes which have been partially 
burned and which did not burn 
further because of insulation ma- 
terial is another effective argu- 
ment. Sell the idea of reduced fire 
hazard at all times. 


Boosts Sales of Drapery Hardware 


plete with a number of small draw- 
ers. By revamping the partitions in 
the drawers the retail stock of this 
line was fitted into these units and 
properly keyed and identified. 
Planning the display and presen- 
tation of this merchandise was the 
big problem. To secure a suitable 
display surface for the merchandise. 
the three sides of the fixture were 

















Placing the fixture on a counter brought the display of 
merchandise to a height convenient to average customers. 


covered with wallboard and painted 
a light color. A molding was used 
around the edges. 

Every item carried in stock was 





Retail stocks of items on display 
are in small drawers in the rear 


of the fixture. Numbers on tags 
under each sampled item indicate 
drawer in which stock is located. 


sampled on these panels. Like items 
were grouped together so as to help 
customers in the selection of proper 
sizes or styles. The entire display 
was carefully planned in advance to 
assure a pleasing arrangement and 
one that would interest customers 
and impress them with the stock of 
this merchandise available. 

Small tags were placed under 
each item displayed. These con- 
tained information as to size, price, 
and location of the stock in the 
drawer sections. 
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Souvenir Newspapers Attract Crowds 


to Firm’s County Fair Exhibit 


E. H. Swantz & Sons 
Hardware Co. gives 
away papers each 
bearing the name 
of recipient in 
the headline on 
the first page 


Souvenir copies of the 

paper were shown out- 

side of the tent where 

they helped arouse the 

curiosity of persons pass- 
ing the exhibit. 


(a E. H. Swantz & 


Sons Hardware Co. attracted large 
crowds to its booth at the county 
fair by giving away souvenir 
copies of the local paper to each 
visitor. These souvenir papers 
were very much in demand be- 
cause special, individualized head- 
lines about each visitor had been 
inserted on each first page. Many 
sales of major merchandise items 
were also made during this yearly 
event and a splendid list of pros- 
pects was secured for future fol- 
low-up. 

Exhibits at county fairs are very 
much worth while, the company 
contends, because personal con- 
tacts with a large number of old 
customers and with many pros- 
pects are possible. 

The firm is located in Union 
Grove, Wis., a town with approxi- 
mately 755 population. Large 
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crowds of people roam the fair 
grounds during the week of the 
county fair. However, the dealer 
with a booth always faces the 
problem of inducing these people 
to come in and see the merchan- 
dise on display. Swantz’s solved 
this problem by using the novel 
advertising stunt of making up 
special souvenir copies of the local 
newspaper. 








Everyone likes to see his name 
in the local paper but it is seldom 
possible for the individual to see 
his name in a headline on the front 
page. 

Arrangements were made with 
the local paper for a supply of the 
special fair edition from which 
regular headlines were omitted. A 
special feature story about the 
firm’s exhibit at the fair appeared 
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Major appliances and other items of interest 
to farmers were displayed in the firm's tent. 


in the two right hand columns of 
the front page. 

Special headlines were then in- 
serted on the papers for each vis- 
itor to the booth. These were 
printed with a proof press which 
was operated by a young lady 
who also set up the type for the 
special headline. Visitors were 
permitted to develop their own 
copy for the headline of their 


souvenir paper. A _ typical head- 


line was, “Ed Jones and Wife Visit 
Racine County Fair.” 
got quite a “kick” out of these 
souvenir papers and told their 
friends about them. Demand for 
the souvenirs was exceptionally 
heavy throughout the entire week. 
Major appliance merchandise 
usually has been featured in the 
firm’s booth. However, 
changes will have to be made in 
this policy in the coming year. 
Expenses for this type of pro- 


Customers 


some 


motion are quite low. The rent 
of the exhibit space is $15.00 for 
the week. The company owns its 
own tent. The novel advertising 
stunt cost approximately $15.00. 
This included rental of the proof 
press, papers and other _ inci- 
dentals. 

County fairs are good places at 
which to sell merchandise, due to 
the fact that the entire family usu- 
ally attends and the farmer and 
his wife usually visit the exhibits 
together. -This gives the dealer an 
opportunity to do a complete sell- 
ing job. These decisions on major 
purchases are almost always joint 
affairs in the farm family, and in 
such cases they can often be 
reached on the spot and the sale 
concluded. 

Even when the final decision to 
buy is not made at the fair, the 
order for the merchandise may 
come later on. Many a farmer has 
come in and ordered an item and 
remarked at the time that his wife 
saw it at the fair and liked it. The 
fair exhibit helped make the sale 
even though the actual order did 
not come through until some time 
later. 


Mullee Sells Dog Goods the Year ‘Round 


Dd“ goods are year ‘round 
builders of both demand and 
impulse sales for the Mullee hard- 
ware store in Warren, Ohio. Dis- 
playing this merchandise for 12 
months of the year, carrying a va- 
riety of articles to suit all pocket- 
books and featuring them next to 
the wrapping counter are re- 


sponsible for the good turnover the - 


firm enjoys in this department. 

W. O. Mullee, proprietor of the 
store, says, “All types of people 
have dogs. so you have to have a 
real variety to suit everyone’s purse. 
Hunters, for example, want fancy 
items. So many people see this 
table, and then realize that their 
dogs need new leashes, harnesses 
or other items, that we always have 
a big stock on hand and see to it 
that the table is always full of mer- 
chandise.” 

Collars are offered at prices of 
from 25 cents to $2.00 and leashes 
are carried in about the same price 
range. Harness is also shown for 
as low as 25 cents. It represents a 
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steady business. Women frequently 
buy these items on impulse but the 


youngsters usually have their minds 
made up in advance. 





Keeping this dog goods display full of merchandise at all times 
shows the people of Warren, Ohio, that the firm is really in this 
business. This section carries items to suit any size of purse. 
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Milkers, vacuum pumps and milk coolers are shown in this section. 


Milker Sales Increased 
900 Per Cent 


A. L. Davis’ Son, Inc. did it 
with display, demonstra- 
tions and outside selling 


Miu. ER sales 


were increased over dUU per cent 
at A. L. Davis’ Son, Inc., Bing- 
hamton, N. Y., in 1941. Good in- 


terior display, farm demonstra- 
tions, and outside selling were 
principally responsible for this 
record. Binghamton is a commun- 
ity of approximately 77,000 and is 


surrounded by one of the finest 


farm and dairy sections in the 
state. 

“We never let our customers 
forget that we carry milkers,” says 
Frank G. Howard, owner. “Milk- 
ers are featured near the entrance 
and this display is on one of the 
main traffic aisles. Practically all 
customers pass it while in the 
store.” 

Everything needed in discussing 
the operation of milkers and the 
benefits to be derived from their 
use is included in this display. 
This is an important factor in sell- 
ing this equipment to farmers. 


Call on Farmers 


Two men spend most of their 
time outside calling on farmers. 
They sell milkers as well as other 
farm equipment carried by the 
People who express inter- 
est in this merchandise in the 
store are called upon by these men 
as soon as possible. 

“One of the best ways to sell 
these machines is to demonstrate 
them at the farm.” says Mr. 
Howard. “For this purpose, we 
have a portable pumper or vacuum 
outfit. It is electrically operated 
and is easily set up in any barn. 
Sales resistance is reduced to the 
absolute minimum by showing 
what the unit can do, and how it 
does it right on the 


store. 


owner’s 
premises.” 

Milker sales are an important 
part of the store’s volume. The 
milker units in the average sale 
cost around $90 and the vacuum 
pump $100, so that the complete 
milker sale is a major volume 
item. The average milker sale with 
this company amounts to about 
$300. 

“Trade-ins are not a factor in 
the selling of milker as yet,” says 
Mr. Howard. “More than 50 per 
cent of the sales are credit sales. 
We have had no difficulty with any 
of these accounts for the farmers 
in our section have very good 
credit ratings.” 


This merchandise is and will be available. Feature it! 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 






r HIS issue announces the 
[iis of the monthly “selling 
sentence” contests. Five 
items of merchandise are listed 
around which selling sentences for 
the contest should be built. When 
you have developed these sen- 
tences, test them to your complete 
satisfaction and then submit them 
as your entries in the contest. 


A Helpful Contest 


The “Selling Sentence” Contest 
should be helpful to every member 
of the Harpware AcE Retail Sales 
Idea Club and to every reader of 
the Club pages whether a member 
of the Club or not. The prize 
winning “selling sentences” will 
be published each month. Many 
“Honorable Mention” entries will 


also be published. 


Each month you will find some 
of the best thoughts on selling 
various items of merchandise on 
the Club pages. These ideas 
should be decidedly helpful to 
members. They should help mem- 
bers improve their own sales talks. 
They should serve as guides to 
better selling for the younger peo- 
ple who are entering the retail 
hardware store for the first time. 
These sentences will also help 
older and more experienced sales- 
men to “brush up” on or review 
sales presentations on seasonal 
merchandise a short time before 
the active selling season begins. 


Take Part in 
These Contests! 


Members who put the most into 
their jobs or who take the most 
active part in club affairs are the 
ones who will get 
the greatest bene- 
fits from partici- 
pation in these 
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Better Selling Sentences 


contests. It is important that you 
take part in the “selling sentence” 
contests if you really want to get 
the most out of them. There is no 
doubt but what you will be able to 
get much helpful information 
from reading the prize winning 
and “Honorable Mention” entries, 
but you will get a lot more out of 





the contest if you build selling 
sentences, test them in your store, 
and then submit them as entries. 
And, you may also win some of 


the cash prizes. Try it anyway! 


Let’s Go to Work! 


You know the more active you 
are in the “selling. sentence” con- 
test the better salesman you will 
be in your store. 





May “Selling Sentence’ 
Contest 


Build “Selling Sentences’ About These Items 


l—Hose nozzle 
3—Plant food 


2—Screen door hinges 
4—-Vacuum bottle 


5—Nail hammer 
WIN CASH PRIZES—SEND IN “SELLING SENTENCES” 


Harpware ACE will pay $2.00 for the best selling sentence on each of the 
five merchandise items listed above. $1.00 each will be paid for all other 
“Selling Sentences” published and which the judges deem worthy of such 


honorable mention. 


Entries must be received not later than June Ist. Winners will be an- 
nounced in the Retail Sales Idea Club pages of the June 25 issue of Harp- 
ware Ace. In case of ties, duplicate prizes will be awarded. Decisions of the 
editors will be final 4nd all material submitted becomes the property of 


Harpware AGe. 


FIVE SIMPLE RULES 


1. Just write your suggested “Selling 
Sentences” for one or more of the items, 
preferably on a penny postal card (let- 
ters may be submitted) and mail to 
Harpware Ace Retail Sales Idea Club, 
100 E. 42nd St., New York, N. Y. Con- 
testants may submit as many “Selling 
Sentences” as they wish, but each must 
be submitted on a separate postal card 
or sheet of paper. 

2. Write your own name and address 
on the card (or letter), as well as the 
name of your company. 

3. Be sure to write the name of the 
contest—- MAY “SELLING SENTENCE” 
CONTEST—on each card (or letter). 

4. Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 


to participate in this contest. If you 
are not a member, you can become one 
by simply filling in the registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 

5. “Selling Sentences” will be judged 
on how well they explain to customers: 
(1) what the item will do for them; 
(2) how the item does it, and, (3) how 
long it will do it. “Selling Sentences” 
should be brief and to the point. Make 
every word count. Penmanship, or form 
are not factors in the contest. Sen- 
tences typewritten on postal cards (or 
letters) will be appreciated but are 
not required. However, if answers are 
submitted in another form this will not 
influence the decision of the judges in 
any way. 








dea Club. 
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Honorable Mention 


For the March Contest 


The judges award the ratings of Honorable Mention and a payment 
of $1.00 to the following contestants whose entries, though not win- 
ning one of the major prizes, were considered worthy of publication. 


FRED BURRELL, King Hardware 
Co., Atlanta, Ga. 


“A sound efficient business 
policy is to receive and correctly 
register a cash transaction first, 
then wrap and deliver the pur- 
chase to the customer. 

“Every salesman is a host and 
every customer a guest, and we 
should stay with and give our 
most sincere attention to each cus- 
tomer until he has completed his 
shopping. If the customer is slow 
in presenting the money to pay for 
the merchandise, we should talk 
of or suggest other merchandise 
while waiting. This will save many 
needless steps. 

“Never overlook an opportunity 
to create good will for the firm and 
be sure to leave with the customer 
an indelible impression of your 
sincere interest in his behalf.” 


Copy this form on a penny 
post card if more than one 
form is necessary. 





F. E. TICKNER, Tri-State Lbr. 
Co., Rawlins, Wyo. 


“I think the better practice is 
to wrap the customer’s purchase 
first, then place it in front of him. 
Do not hand it to him. Leave his 
hands free to handle the money 
to complete the transaction. Cus- 
tomers appreciate this thoughtful- 
ness and it leaves a good impres- 
sion. 

“If you ask for the money be- 
fore wrapping the purchase, it 
often gives the impression that 
you doubt the honesty of the cus- 
tomer, that you are afraid he 
might change his mind, or that you 
are afraid he will not pay for the 
goods. 

“One of the best ways to secure 
the answer to this question is to 
put yourself in the customer’s 
place.” 


; 






You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 






LENA DAY, De Vore Hardware 
Co., Inc., Monongahela, Pa. 


“I would suggest that salesmen 
wrap the customer’s purchase first, 
return it to him and then secure 
the money. While you are wrap- 
ping the merchandise, the cus- 
tomer will glance at or handle 
other merchandise which he may 
decide to buy. 

“If the customer has already 
given you the money he will 
usually stand around the wrap- 
ping counter and wait for his 
change. When he does this you 
lose chances to increase your sales. 

“Also if you have already given 
the customer his change, and he 
sees another item of merchandise 
he wants, he may decide not to 
buy because of the trouble of get- 
ting more money, waiting for the 
extra item to be wrapped, and 
again waiting for his change. 

“Some customers are offended 
if the salesman asks for the money 
before wrapping the merchandise. 
They feel that you do not have 
them 


much confidence in when 


this is done.” 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 


ities of this club, as often as | can. 











Name 
Firm St. 
City State 





| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 

















Civilian Manufacture Shut Off 


Highlights of the “Stop” Civilian 
Steel Order 


FO parr age 400 classifications of products from 
ash sieves to work benches cannot be man- 
ufactured from any metal after June 19. These 
classifications cover innumerable items. 


During a 45-day transition period, only 75 
per cent of metals processed in 1941, based on 
average monthly weight, may be consumed. 


No deliveries of metals to be made into 
articles on the prohibited list may be made 
after 15 days from the governing dete of May 


5, 1942. 


After 90 days from the governing date no 
person shall assemble any banned item. 


No person shall deliver or accept delivery of 
any article which was fabricated, assembled or 
delivered in violation of the order’s provisions. 


A number of products in the prohibited list 
are temporarily exempted from the production 
ban in behalf of the Army and Navy, and some 
are permanently exempted. 


TL 
HE hand of govern- 


ment has reached out and turned 
the flow of all metals except gold 
and silver from commerce to war 
with the issuance last week by 
WPB of the long awaited and 


sweeping General Conservation 
Order M-126. By August 3, no 
metal may be delivered, processed 
or assembled in connection with 
any of the innumerable articles 
included in list A of the order. 
This complete list comprises 360 
classifications. 

There is much feeling that the 
order is more than an enforced 
temporary anesthetic or twilight 
sleep from which metal working 
industries will be awakened after 
the war to return to civilian busi- 
ness. Fear is felt that it is the 
stroke of death for many small 
companies unadaptable to war 
conversion. 

Other products not on list A of 
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the order may not be made of iron 
or steel, unless the use of substi- 
tute materials is impractical. No 
other metals may be processed. 
If steel is used, it must not be 
alloy steel when carbon steel can 
be used, and minimum amounts 
must be employed. Army and 
Navy and the Maritime Commis- 
sion are exempt from this pro- 
vision. 


Everyone Affected 


Practically every industry, busi- 
ness and individual is hit by this 
order. Metal products taken from 
civilians range from ash sieves to 
work benches. Householders will 
find that asparagus tongs, bath 
tubs, beds, cake cutters and 
Christmas tree ornaments are only 
a few of the things which will 
disappear from the stores for the 
duration. Nothing is too small 
to fall within the metal ban. In- 
cense cans, fountain pens, com- 


pacts and B-B shot are examples 
of the wide diversity of products 
to be shoved off the market. 

Iron and steel metal roofing 
and siding may not be made ex- 
cept for the following purposes: 
For delivery on a preference rat- 
ing of A-1-C or higher assigned 


by an Army or Navy preference 


* rating certificate or by a prefer- 


ence rating order for construction 
in the P-19 series; for defense 
housing, as permitted by the De- 
fense Housing Critical List; or, 
for the manufacture of railroad 
freight cars, street cars, buses, 
trucks, or trailers. 

For delivery to or for the ac- 
count of the Army or Navy, the 
Maritime Commission, the Pan- 
ama Canal, the Coast and Geo- 
detic Survey, the Coast Guard, the 
Civil Aeronautics Authority, the 
National Advisory Committee for 
Aeronautics, and the Office of 
Scientific Research and Develop- 
ment, 

Or, for delivery to an ultimate 
purchaser for maintenance and 
repair purposes regardless of rat- 
ing. (Production during 1942 is 
limited to 20 per cent of these 
products made by him during 
1940, and in 1943 and subsequent 
years to 25 per cent of his 1940 
production. ) 

Inventories of iron and steel 
products held by manufacturers 
after production and assembly 
have been stopped may be sold 
to the Metals Reserve Co., RFC 
subsidiary, and also with the spe- 
cific authorization of the WPB 
Director of Industry Operations. 
Inventories may likewise be sold 
to a person engaged in the man- 
ufacture of similar items for fab- 
rication or assembly, but subject 
to the order’s limitations. An 
A-1-C rating is sufficient to move 
alloy steel, and all other iron and 
steel may be sold on purchase 
orders of A-10 or higher. 

The terms “iron” and “steel” 
are defined to exclude screws, 
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From Iron and Steel 


nails, bolts, rivets, wire, strapping, 
and small hardware for joining or 
similar essential purposes. 

Appeals should be made only 
by or through manufacturers, and 
should be filed with the WPB 
field office for the district in which 
the person appealing has his prin- 
cipal place of business. 

The order takes precedence 
over every contract or committ- 
ment made subsequent to the date 
of its issuance, and governs in all 
cases except where there is 
another order whose terms are 
more stringent. 





A Bread racks 
Butter chips 
Butter knives 


Air - conditioning 
systems, except 
for hospital op- 


erating rooms 
and _ industrial 
plants* 


Ash sieves 
Asparagus tongs 
Attic fans 
Automobile acces- 
sories, except as 
required by law * 
Ageadeative re- (b) Office 
placement parts, 
non-functional 





Cabinets, except: 
(a) Hospital 
erating and 
amining rooms 
* Maintenance and 
repair excepted. 

furni- 

ture as permitted 
in Limitation Or- 


op- 
ex- 


New WPB conservation order bars use of all 
metals but gold and silver except for war work. 





Almost 400 classes of products are hit. Other 
goods may use iron and steel only if substi- 


tutes are impractical. 


The provisions w.th respect to 
deliveries restrict them not only 
to other persons, including affil- 
iates or subsidiaries, but also 
from one branch, division, or 
section of a single enterprise to 
another branch, division, or sec- 
tion of the same or any other en- 
terprise under common _ owner- 
ship or control. 

WPB officials say that the or- 
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Hardware Store Items Which May Not Be Made of Metal After June 19th 


der is only an instrument of con- 
firmation. In other words, the 
manufacturers cannot get priori- 
ties to continue operation. The 
effect of the order, therefore, it 
is pointed out, is to shut off need- 
less paper work in applying for 
preference ratings on the part of 
industry, and the issuance of de- 
nials by WPB. The list of hard- 


ware store items follows: 







Cigar clippers Drawer pulls Furniture*, except: 

Clock cases, except Dust collecting sys- (a) Wood furni- 
on recording and tems and equip- ture 
controlling indus- ment, except on (b) As listed by 


trial instruments 
Clothes line pulleys 
Clothes racks and 
dryers 
Clothes trees 
Coal chute and 
door, household 


Cocktail glasses 
Cocktail sets 
Cocktail shakers 
Cooking stoves, 


tric* 


Awning frames and 
supports 


B 


3Zaskets except for 
commercial cook- 
ing and manu- 
facturing uses. 

Bath tubs 

B-B shot for air 
rifles 

3eds, except hos- 
pital 

Bed spring frames, 
except for hos- 
pital link fabric 
spring type bed 

Beer mugs 

Bench legs, except 
industrial 

Binoculars, except 
J S. Govern- 
ment Agencies 

Bird cages and 
stands 

Bird houses and 
feeders 

Biscuit boxes 

Blackboards 

Blade _ stroppers, 
mechanical 

Book ends 

Bottle holders 

Boxes and _ trays 
for jewelry, cut- 
lery, combs. toi- 
let sets, etc. 
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ders L-1l7-a pana 
L-62 
Cake cutters 
Cake tongs 
Canopies for elec- 
tric brooders 
Canopies and sup- 
ports 
Cans or containers 
for: 
Anti-freeze, un- 
der 5-gal. size 
Chalk 
Lawn seed 
Pet food 
Phonograph 
needles 
Playing cards 
Razor blades 
Sponges 
Staples 
Tennis balls 
Carpet rods 
Carving set holders 


Cash boxes *% 


Cash. registers* 
Casket hardware 
Cattle stancions, 
except hangers 
and fasteners 
Ceilings 
Cheese dishes 
Chicken crates 
Chick feeders 
Christmas tree 
holders 
Christmas tree or- 
naments 
Cigar and cigarette 
holders and cases 
Cigarette lighters 





Corn cribs 
Corn poppers and 
machines 
Counter tops 
Croquet sets 
Crumb trays 
Cupboard turns 
Cups of all kinds, 
drinking 


D 


Decorative iron 
products 

Dinner bells 

Dishwashing ma- 
chines, except 
hospitals* 

Dispensers, hand, 
for: 

Hand lotions 

Paper products 

Soap 

Straws 

Door chimes 

Door knockers 

Door closers, ex- 
cept: 

(a) Fire preven- 
tion as required 
by Underwrit- 
ers’ code 

Door handles, ex- 
cept shipboard 
use 

Door stops 

Drain boards and 
tub covers, 
household 


A-1-j or higher* 


Egg slicers 

Coal pans Electric water 
coolers, except on 
PD-la or PD-3a 
certificates 

Enamel store 

commercial elec- fronts 


Feed troughs 
Fence posts, except hardware, and 
on A-2 or higher 
Fences, 
except on A-2 or 


Foot scrapers 
Fountain pens. ex- 
cept functional 





Limitation Or- 
ders L-13-a and 
L.-62 

(c) Hospital op- 

E erating and ex- 
amining rooms 

(d) Hospital beds 
and cots, not 
including use 
for hospital 
workers 


e G 


F Golf bag supports 
Grain storage bins, 
except strapping, 


reinforcing mate- 
chain link, rials 
* Grass shears 


higher Grilles 
Fences, ornamental Ornamental 
Finger bowls Sewers*, except 
Fireplace equip - on A-2 or high- 
ment, except er and reinforc- 
dampers ing for concrete 
Fireplace screens sewers 
Fish aquariums Gutters, spouting, 
Flagpoles conductor pipe, 
Flashlight tubes and fittings for 
Floor and ceiling single family 
plates for piping dwellings 


Floor and counter 
covering trim 

Floor polishing ma- H 
chines 

Flour, salt and pep- 
per shakers 


Hair curlers, non- 


Flower boxes, pot electric 
holders, and Hand mirrors 
vases Hangers and track 

Flower shears for garage doors 

Fly traps for private use 

Foot baths, except Hedge shears 
hospitals Helmets, except on 


A-2 or higher 
Hese reels, except: 
(a) Fire fighting 


parts equipment 
Fountains, orna- (b) Industrial 
mental uses in direct 
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fire hazard 
areas 
House numerals 


I 


Ice cream freezers 
household 

Ice cube trays 

Incinerators, except 
industrial, com- 
mercial and as 
allowed in De- 
fense Housing 
Critical List 

Insulation, metal! 
reflecting type 


J 


Jam boxes 
Jelly molds 
Jewelry 
Jewelry cases 


K 


Kitchenware of 
stainless steel 
Knitting needles 


L 


Lard or vegetable 
oil tubs, except 5 
Ibs. and over and 
straps for wood 
containers 
Lavatories, except 
hangers 
Lawn sprinklers 
Lobster forks 
Lobster tongs 
Lockers, except: 
(a) Oil refinery 
use 

(b) Office equip- 
ment as limited 
by Limitation 
Order L-13-a 


M 


Mail boxes, except 
as required by U. 
S. postal regula- 
tions 

Manicure imple- 
ments 








Marine hardware 
for pleasure boats 
Material for hous- 
ing, not other- 
wise specified in 
this order, except 
as allowed in De- 
fense Housing 
Critical List 
Measuring pumps 
and dispensers* 
for gasoline sta- 
tion, garage and 
household use, 
including but not 
limited to: 
Gasoline dispens- 
ing pumps 
Grease pumps 
Oil pumps, except 
barrel pumps 
and lubesters 
Kerosene pumps 
Air pumps 
Mop wringers 


N 


Napkin rings 
Necktie racks 


oO 


Ornamental  hard- 
ware and mould- 
ings 

Outdoor fireplace 
parts 


P 


Packing twine 
holders 

Pail clasps 

Paint spray outfits, 
except industrial 

Paper rollers, 
household 

Pencils, automatic 

Pet beds 

Pet cages 

Pet dishes 

Phonograph 
motors, hand 
wound 

Photograph acces- 
sories 

Physical reducing 
machines 

Picture and mirror 
hardware 





Pie plates, except 
commercial or in- 
sututional 

Plant and flower 
supports and 
containers 

Pleasure boats 

Polishing-wax ap- 
plicators 

Polishing -wax 
sprayers 

Portable bath tubs 

Posts for fenéing, 
except on A-2 or 
higher 

Poultry incubator 
cabinets 

Push plates and 
kick plates, doors 


R 


Racquets 

Radiator enclosures 

tadio antennae 
poles, except on 
ratings of A-2 or 
higher* 

Refrigerator con- 
tainers and trays, 
household 

totary door bells 


S 


Salesmen's display 
cases and sales 
kits 

Salt and pepper 
holders 

Sample boxes 

Screen frames, ex- 
eept industrial 
processing 

Scrubbing boards 

Service food trays 

Sewer pipe, exte- 
rior installa- 
tions*, except for 
vents and within 
5 ft. of buildings 
Sheet iron or 
hoop iron pack- 
ings for cookies 
and sweet goods 

Shirt and stocking 
dryers 

Shoe cleaning kits 

Shower receptors, 
except frames 

Shower stalls, ex- 
cept frames 








Show window light- 
ing and display 
equipment 

Silos, except strap- 
ping and rein- 
forcing* 

Sink aprons and 
legs 

Sink metal drain- 
boards, both in- 
tegral and remov- 
able 

Skates, roller and 
ice 

Ski racks 

Slide fasteners 

Snow shovels and 
pushers, hand 
and power pro- 
pelled*, except 
A-1-j or higher 

Spittoons 

Sporting and ath- 
letic goods 

Spray containers, 
household 

Starter shingle 
strip 

Steel wool for 
household use 
made from other 
than waste 

Store display equip- 
ment and show 
cases 

Structural steel 
home construc- 
tion 

Sugar holders 


T 


Table nam e-card 
holders 

Table tops for 
household use 

Tags 
Identification 
Key 


Name 
Price 

Tanks (strapping 
excluded) 
Dipping, for ani- 


mals 
Watering, for 
animals 
Feeding, for ani- 
mals 


Storage, beer 
Storage, water, ex- 
cept :* 
(a) In tropical 
climates 


(b) Heights in 
excess of 100 ft. 
(c) Boilers, hot 
water storage 
(d) Pneumatic 
pressure tanks 
under 31 gal- 
lons 
Teapots 
Telescopes, except 
U. S. Government 
Agencies 
Thermos jugs and 
bottles over 1 qt. 
Thermometer bases, 
household 
Tongs, food-hand- 
ling and house- 
hold use 
Tool boxes, except 
industrial 
Tool cases, except 
industrial 
Tool handles, ex- 
cept power driven 


Ww 


Wagon bodies. 
frames and 
wheels, all met- 
al*, except for 
construction. 
Wastebaskets 
Weather stripping 
Wheelbarrows, ex- 
cept wheels 
Whiskey service 
sets 
Window display ad- 
vertising 
Window stools 
Window ventilat- 
ors, except indus- 
trial and hospi- 
tals 
Wine coolers 
Wine service sets 
Wire racks and 
baskets, except 
(a) Industrial 
(b) Scientific lab- 
oratory equip- 
ment 

(c) Animal cages 
for biological 
work 

Work benches, ex- 
cent shipboard 
and industrial 
where _ required 
for safety 
*Maintenanceand 

repair excepted. 





Colorful Backgrounds Catch the Eye 


ASEBALL, tennis, and archery 

goods were prominently shown 
in this sporting goods window of the 
John G. Ferres Hardware Co., Inc., 
Johnstown, N. Y. This merchandise 
was displayed and promoted early in 
the summer and produced excellent 


results for the firm 


period. 


during that 


The center background piece is 
yellow corrugated board and _ fast- 
ened to it is an outdoor scene in 


pastel spring colors. 


Flanking this 


center piece are columns made from 
blue corrugated paper. Other pedes- 
tals in the display are made of the 
same material only in green. Grey 
linoleum with a black border is used 
to cover the floor of the window. 
The window was installed by Edward 
Dooks, displayman for the Ferres 


company. 
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A colorful setting attracted the attention 


of passersby to this sports goods display. 
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(Advertisement) 





Bridgeport, 
Conn. 











A CLUB THAT KEEPS YOU 
INFORMED ON HUNTING 
AND SHOOTING.... AND 
MAKES YOU A BETTER 
ALL-ROUND SALESMAN! 


That’s the Retail Merchandisers’ Club. Through the Club 
Bulletin members are given sound, practical 
information on guns, trajectory, design of bul- 
lets, hunting, game, and the like. It goes into 
old hunting superstitions and gives factual sci- 
entific information regarding them. It tells 
how to keep guns in the best condition, how to 
get the best results from them. 


But more than that, the Bulletin gives valu- 
able pointers on general salesmanship and mer- 
chandising. That means you'll know more 
about guns specifically if you read it, and im- 
prove your selling. You’ll do a better all-round 
job. 


To join? Membership is absolutely free to 


hardware and sporting goods dealers, retail 
salesmen and jobbers’ salesmen. Just write 


Dealer Section, Remington Arms Company, 
Inc., Bridgeport, Conn. 











































PAPPY WOULDNT 
HAVE TO DRESS UP 
LIKE THAT TO GITA 
CRACK AT THEM PESTS 
EF HED SWITCH 
TO KLEANBORE 
Hi-SPEED* 22's 


























DEALER “45” LETTER [= 





MAY 14 




















.. IN THEIR OWN BACK YARD! 


More and more, Mr. & Mrs. Smith are feeling the 
effect of all-out wartime production on their every- 
day purchases and living habits. Lately, the family 
car has been restricted to Very Important Trips, 
with Mrs. Smith anxiously checking off the irre- 
placeable miles on a little chart she keeps. 


So how do the Smiths spend their leisure hours? 
Well, with the usual American ingenuity and re- 
sourcefulness, they discovered the possibilities of 
their own back yard! Mr. Smith always.did know 
he could broil a steak or a trout just right, and he 
proves it at the outdoor fireplace he built, much to 
everybody’s satisfaction. Mrs. Smith has had a 
great deal of fun fixing up a rustic dining room, 
out there under the trees. 


Multiply the Smiths a hundred thousand times, 
and you’ll see why the hardware sales possibilities 
of this trend become very impressive. For the 
Smiths need grills and broiler racks, unpainted 
wooden furniture, garden tools, seeds, garden um- 
brellas, cement for masonry work, paint, trellises, 
hardware—to mention some of the things that 
come to mind. Perhaps it would be a good idea to 
use a window on this new phase of American life. 
Maybe a contest for the best back yard set-up. 
No matter how you tie in with it, you’ll find that 
Mr. & Mrs. Smith’s back yard is an interesting 
sales builder for hardware dealers today. 








‘‘Kleanbore,”’ “‘Hi-Speed”’ are Reg. U. S. Pat. Off. by Remington Arms Co., Inc., Bridgeport, Conn. 
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General Maximum Price Regulation 


This general regulation applies to prices at all 
levels—manufacturer, wholesale, and retail of 
every commodity or product, domestic or im- 
ported, that is neither covered by a separate 
OPA regulation or specifically excluded. All 
services connected with commodities also come 
under the ceiling. Lower prices than those 
established by the regulation may be charged, 


demanded, paid, or offered. 


Retail Prices 


Exceptions 


Beginning May 18, retail prices, 
with few exceptions, must not ex- 
ceed the highest levels which each 
individual seller charged during 
March, 1942. 

Beginning July 1, no one may 
charge more for repair services sold 
at retail in connection with a com- 


modity during March. 


All commodities, unless specifical- 
ly exempted, are brought under the 
terms of the price regulation. The 
specific exemptions listed in the 
regulation do not exclude hardware 
store items from price control but 
apply generally to foods and ser- 
vices not generally a part of hard- 
ware distribution. However of in- 
terest to hardware distributors are 
the following specific exemptions 
listed in the order: 

Any merchant, farmer, artisan, o1 
person who renders professional ser- 
vices of his used supplies, or busi- 
ness, farm, or professional equip- 
ment, not acquired or produced by 
him for the purpose of sale. 

Sales to the United States or any 
of its agencies of such commodities 
as may be specified by supplementa- 
ry regulations. 

Services of an employee to his em- 
ployer. 

Advertising services, including 
radio broadcasting. 


Manufacturer—Wholesale Prices 


Beginning May 11, manufacturer 
and -wholesale prices and the prices 
for wholesale and industrial services 
must not exceed the highest March 
levels for each seller. 


How to Figure Maximum Prices 


The seller is required to take for 
his maximum the highest price he 
charged during March, 1942, for the 
same commodity or service sold to 
a purchaser of the same class. 

“Highest price charged” means 
the top price for which an article 
was delivered during March, 1942, 
in completion of a sale to a pur- 
chaser of the same class. Customary 
allowances, discounts, or other price 
differentials cannot be changed ex 
cept to lower the price. 

If there was no actual delivery 
of a particular article during March, 
the seller may establish as his maxi- 
mum price the highest price at 
which he offered the article for sale 
during that month. This permits the 
use of a list price if no completed 
sale occurred in March. However, 
if there was a completed sale at a 
price under the list price, the actual 
sale price must be used as the maxi- 
mum. The “offering price,” where 
used to set the maximum price can- 
not be a price quoted to open bar- 
gaining or one never intended to ap- 
ply to a bona fide sale. 


Maximum Prices on Lines 
Not Sold in March 


To cover articles that were not 
sold during March and had no offer- 
ing price—such as a new line of 
goods—the seller must establish as 
his maximum price the highest price 
charged in March for the most 
nearly similiar article. The seller 
cannot use his own discretion to ad- 
just the maximum price for the new 
article up or down because it may 
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Replace lost items 






PARCH 


(TRADE MARK) 


with 


Games can pick up volume for you. Generous discounts and big 
mark-ups. Be resourceful! The public is reaching for home 
diversion. Rubber and gas shortages bring back home amuse- 
ments with a rush. . 

Offer your customers this opportunity for quick turnover 
profits. Games have proved to be big sellers in department 
stores and toy stores. This year retail hardware stores can share 
in this big turnover business. Send today for new game catalogue 
describing 75 different games covering all types of home enter- 
tainment for young and old. 


National Advertising 


Space orders placed in “Saturday Evening Post’, ‘Life’, 
“Collier’s”, ‘Time’ for advertising to sell game-hungry public. 
The S&R game man will visit 41 million homes selling games. 


SNAKE 


EESI EVES 


fast-selling GAMES 








— 


Send for 





New Game Catalog | 


MAY 14, 1942 


America’s fastest selling 
game. S&R offers this 
quick turnover to the 
hardware trade. 


ELSIE 


Elsie the cow is the wow 
game of the year for the 
kids. They have all seen 
and heard of her. 


. 


A dice-and-card game. 
Fast moving, brings 
roars of laughter. Makes 
players forget their 
worries. ’ 


SALUTE 


Everybody wants to 
know the ranking of 
our men in the armed 
forces. Salute is fun, 
patriotic, educational. 
























| SELCHOW & RIGHTER CO. 


200 FIFTH AVENUE 





NEW YORK, N. Y. 
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vary in grade or quality or size, but 
must adhere strictly to the “March 
highest” price of the most similar 
article. 

A “similar commodity” is defined 
as one that has the same use, gives 
the buyer fairly equivalent service- 
ability, and is of a type which ordi- 
narily would be sold in the same 
price line. Differences merely in 
style of design which do not affect 
use, serviceability, or the price line, 
cannot be taken into account. 


Maximum Prices on New Lines 


In cases in which a seller did not 
deal in the same or similar com- 
modities or services during March, 
1942 (for example a person who 
took on a completely new line of 
goods during April), he must base 
his maximum price on the highest 
price charged during March by his 
most competitive seller of the same 
class. The seller here cannot use the 
price of a more pretentious store in 
a better neighborhood, but must find 
a store as nearly like his own as pos- 
sible. If the “competitive seller” 
does not have, item by item, the 
same brand’and grades of goods, the 
seller seeking prices must apply the 
most nearly similar commodity 
standard as outlined in the preced- 
ing paragraph. 


How to Arrive at Maximum 
Prices if No Comparison Exists 


‘There will be some commodities 
which a seller will be unable to 
price under any of the foregoing 
methods. These commodities may be 
wholly new or there may be no 
standard of comparison with any ex- 
isting article. In this case, a retail or 
wholesale seller will select the fast- 
est moving comparable commodity of 
the same general classification; di- 
vide its maximum price by his cur- 
rent replacement cost and multiply 
the percentage result by the cost of 
the new article. The figure obtained 
will be the maximum price of the 
new article and must be reported to 
the nearest OPA field office within 
10 days. In other words, the retailer 
gets the same percentage margin on 
his new item as he would get on the 
comparable fast-selling item if he 
had to buy that item now. 


Procedure for Appeals 


The Office of Price Administra- 
tion will issue regulations by which 
retailers may apply for adjustment 
of established maximum prices if 


such prices are abnormally low in 
relation to established maximum 
prices of other retailers for the same 
or similar commodities and if those 
prices subject retailers to undue 
hardship. 

Also, if retailers’ maximum prices 
are abnormally low in relation to 
the level of maximum prices estab- 
lished by the Order for wholesalers 
and manufacturers of the particular 
commodities and work undue hard- 
ship on the retailers, they should 
immediately advise the Retail Trade 
and Services Division, Office of Price 
Administration, Washington, D. C., 
so that the Price Administrator may 
take appropriate action. 


Posting Prices 


With reference to the posting of 
“ceiling prices” for the “cost-of- 
living” items (listed elsewhere on 
these pages), the order requires the 
article or the shelf, box, rack, or 
counter to be marked, or a price list 
posted for public inspection. Maxi- 
mum price is to be stated as “Ceil- 
ing Price $——” or “Our Ceiling 
$ oy 

Lines of certain merchandise 
(marked with an asterisk in “cost- 
of-living items” list) may be posted 
by price lines in the store and in 
addition, the actual selling price 
(which may be lower than the maxi- 
mum price) must be marked on the 
article itself. 


Records You Must Keep 


All retailers, wholesalers, manu- 
facturers, and service establishments 
must preserve for examination by 
OPA every existing record of sales 
they made during March for use in 
determining their respective maxi- 
mum prices when the ceilings go 
into effect. 

They must prepare a statement 
on or before July 1, 1942, on the 
basis of all available information 
and records, showing the highest 
prices charged for commodities or 
services during March, 1942, and the 
offering price for those commodities 
or services during that month, to- 
gether with appropriate description 
and identification, as well as custom- 
ary allowances, discounts, and other 

(Continued on page 82) 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 56 
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“THE DU PONT NAME IS A 
VITAL FACTOR IN OUR SUCCESS” 


... says Mr. J. Hal Surface, President Surface Paint & Glass Company 


MAY 14, 1942 





Tuts LETTER—from the Surface 
Paint & Glass Co., Kansas City, 
Mo.—tells a story dealers every- 
where have known for years. That 
is: It pays to be a Du Pont Dealer. 

And Mr. Surface’s letter also 
points out another important fact— 
consumers know Du Pont products 
and Du Pont quality. This makes 
for good will and good business. 


E.1.du Pont de Nemours& Co. ( Inc.) 
Finishes Division 
Wilmington, Delaware 


Reus mato 


PAINTS 


A SURE SIGN OF GOOD BUSINESS 
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JUNE BRIDE GIFT WINDOW 


MERCHANDISE: Silverware, table lamps, dinnerware, china, stainless steel teakettle. 
skillet, double boiler, sauce pan, glassware, electric mixer, glass ovenware such as cas- 
seroles, buking dishes, pie plates, custard cups, kitchen cutlery, can opener, fruit juicer, 
bowl covers, carving set, electric roaster, creamer and sugar, coffee maker. waffle iron. 


toaster. 


BACKGROUND COLORS: All background panels of white corrugated board or painted 
wallboard. Use silver metal tape around each panel as a border. Cut-out letters of dark 


blue material. 


For Early June—Show Gifts for 
June Brides and Picnic Necessities 


| deal- 


ers should tie-up with two national 
celebrations which are scheduled 
for the month of June—Flag Day, 
which occurs on June 14, and 
Father’s Day on June 21. Each 
of these days offers an excellent 
opportunity for developing special 
displays or merchandising events 
which will serve to keep the store 
in the minds of customers. Flag 
Day, this year, will undoubtedly 
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witness many community-wide cel- 
ebrations and every dealer should 
participate in it to the fullest ex- 
tent. 


Gifts for June Brides 


Glassware, china and dinner- 
ware should be featured in your 
“Gifts for the June Bride” display. 
This merchandise is available and, 
as dealers have been adding to 
their assortments and stocks they 
should have goods to sell. 


This merchandise can be ar- 


ranged in several ways in the win- 
dow trim. If the store carries open 
stock patterns, it would be well to 
show pieces of each of the several 
patterns handled. 

One of the best ways of present- 
ing dinnerware, provided you have 
the window space, is to show the 
particular pattern on a dummy 
dinner table. This also provides an 
opportunity for showing other es- 
sential items for the table such as 
glassware, silverware and decora- 
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Be prepared to supply customers 
with this NATIONALLY ADVERTISED 


200 illustrations 


“TOOLS ARE WEAPONS, CON- 
SERVE THEM. USE THEM PROPERLY TO 
AVOID BREAKAGE AND THE WASTE OF 
CRITICAL MATERIALS NEEDED TO WIN THIS 
WAR.” This statement comes from George T. Weymouth, 
Chief of the Industrial Salvage Section, Bureau of Industrial Con- 
servation, War Production Board—and is incorporated in the Disston 
Saw, Tool and File Manual at his request. 


To help you cooperate in the national need to save essential tools and materials, 
Disston is using nationwide advertising to urge tool users to come into your store 
for a free copy of this valuable book. 


Advertisements in THE SATURDAY EVENING POST and leading homecraft magazines 
are telling your customers about this free offer. Be ready to supply them when they call. 
Be sure you have an adequate supply of the Disston Saw, Tool and File Manual by orde ing Now. 


Take advantage of this unusual opportunity to increase traffic in your store... to take 
part in an important national conservation program ...and to create lasting good will and 
future patronage with a reference book that customers keep. 


Time is required to imprint the Manual with your name and address—and the 
demand for these books is unusual ...so make certain you have an ample supply. 
Attach $1.00 to the coupon and MAIL Now ! 


HENRY DISSTON & SONS, INC., 554 tacony, pita, Pa, u.s.A. 


ea eae ee ee 


Disston Conservation Kit Order 


HENRY DISSTON & SONS, INC., 
554 Tacony, Philadelphia, Pa., U. S. A. 


Please enter our order for (only) Disston Conservation 
Kits ($1.00 in currency or check enclosed for each Kit ordered). Kit 
consists of Display Card and 100 copies of the Disston Saw, Tool 
and File Manual, imprinted with our name and address as follows: 

(three lines only) 





SHIP PREPAID TO THE FOLLOWING ADDRESS: 


Firm name. 
Sereet 
City 


Attn 
Orders will be handled in sequence received . . . Shipments start about May 15, 1942.) 








tive pieces. Not all hardware deal- 
ers, however, have the space to 
present this merchandise in this 
manner. 

Several table settings could be 
used inside the store to excellent 
advantage and, if well done, they 
will be sure to attract the atten- 
tion of women customers. 

Small electric table appliances 
are also featured in this June 
bride window. Most hardware deal- 
ers have adequate stocks of this 
merchandise at the present time, 
and it is quite likely that replace- 
ment stocks will still be available 
for a few months after manufac- 
turers stop production completely. 

If you use table settings in the 
store, develop them so that they 
show the housewares which might 
be used at different meals during 
the day or week. For example, one 
table setting might present items 
used during the evening dinner, 
another the informal breakfast 
items and still another the articles 
for luncheon. Settings could be de- 
veloped for the Sunday evening 


snack in which such items as 
sandwich toasters, waffle irons, etc., 
could be featured. 

Displays of June bride gifts 
should be set up at the same time 
the window display is installed. 
This tie-up is very important if 
your promotion is to “click.” 

Picnic Goods 

Picnic time will soon be here, 
so show this type of merchandise 
early. Stocks are still ample on 
most of these items, but shortages 
will no doubt appear later on. 

Picnics are events the whole 
family can enjoy and they will be 
very much in order during the 
coming summer. Set up a display 
of this merchandise on a low plat- 
form in the store. This platform 
should be about 12 in. above the 
floor. Cover it with grass mats 
and arrange the items needed for 
the picnic on it. Try to duplicate 
an actual outdoor setting as close- 
ly as possible. Practically every 
item shown in your window dis- 
play could also be presented to 


ITS PICNIC 
TIME and 


HERES EVERYTHING 
you NEED 


MAPmins 


N 


a 


PICNIC GOODS WINDOW 


advantage on this interior display. 

Use a large show card, at least 
14 by 22 in. in size, for the selling 
message. Remind customers that it 
is picnic time and that you have 
everything they need. 

Grass mats should also be used 
in the window display installed at 
this time, or the floor of the win- 
dow could be covered with a green 
crépe paper which has been waved 
or rippled. The rippled effect can 
be secured by wrapping the crépe 
paper around a smooth round 
stick, such as a broom handle, 
holding the stick on some firm ob- 
ject and pushing a small section 
of the paper down hard until it 
is crinkled. Repeat this pushing 
with a little of the roll at a time 
until the paper is tightly wrinkled 
and occupies about one-half of its 
original space. Slip the crushed 
roll of paper off the stick and un- 
roll it carefully. The rippled crépe 
can be installed just as if it were 
plain crépe. It should be stretched 
only enough to take out any su- 
perfluous wrinkles. 


So : 


Erp — 


MERCHANDISE: Gasoline camp stoves, fitted picnic baskets, picnic baskets, food jugs, 
charcoal grills and broilers, sacks of charccal, wire grills, ice cream freezers, glass bowl 
sets, bowl covers, “hot dog” grills, paper cups, napkins, paper plates, wax paper, paper 
table covers, vacuum bottles, paring knives, table knives, forks, and spoons, long handled 
forks, pepper and salt shakers, paper towels, cake covers. 

BACKGROUND: Center panel of light green corrugated board or painted wallboard. 
Side panels of dark green material. Cut-out letters on the center panel of bright yellow 


material. 


HARDWARE AGE 





Where trustworthy tools are 


(Photo by U. S. Army Signal Corps) 


This is more than a Machine War. It is a war of 
Tools as well. The first job, of course, is to build the 
machines. But to “keep ‘em rolling” they must be 
serviced efficiently and quickly. That means trained 
tools as well as trained men. Today thousands upon 
thousands of Crescent Tools are being used by our 
Army, Navy and Marine Corps to do this vital job— 
they go with our men wherever they go. 


Crescent Tools include adjustable wrenches, pliers 
of all types, hacksaws, snips, screwdrivers, etc., etc. 
They are sold under the “Crescent” and “Crestoloy” 
trade names by hardware and industrial distributors 
everywhere. 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


CRESCENT TOOLS 
Give Wings to Work 
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Father's Day 
is June 2] 
this year 





Give Him Sport Goods—Something He’ll Enjoy 
PFLUEGER, SKILLFAST REEL........ $5.65 
AKRON REELS Ce Ss a. ne 
CASTAWAY NYLON LINES____ $115 

OUTBOARD MOTORS—BOATS 
DUNLOP Champ. Balls, 50c; 3 for _. $1.19 





TENNIS RACQUETS, $2.49 to 


New Shipment 


MODEL AIRPLANES, ic to... 50e 


COME IN AND LOOK OVER OUR 
COMPLETE STOCK SPORT GOODS 


COMPLETE LINE OF LURES AND BAITS 


WREN HARDWARE 


4712 Gary Avenue 


_. $6.98 


Phone 8-3381 











Sporting goods were featured as Father's Day gift suggestions in 
this newspaper ad which was three columns wide by 57, in. deep. 





Father’s Day Promotion 
Doubles Gift Sales for Month 


-_ of gift goods 


‘doubled during last June when 
the Wren Hardware Co., Fairfield, 
Ala., planned a promotion around 
Father’s Day and cooperated with 
other retail stores to make the 
celebration one of the big promo- 
tion events of the community. 

The promotion program was 
built around good newspaper ad- 
vertising and suggested selling. 
Advertisements on suitable gift 
items were inserted in local news- 
papers well in advance of the 
event. All of them played up the 
fact that these gift items were 
“really made for Dad.” 


Then, for at least 30 days prior 
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to Father’s Day, the entire sales 
force concentrated on the job of 
suggesting gifts for the man of 
the house. Suitable gift items for 
Father were mentioned to every 
woman who visited the store. 
Suggestions frequently were made 
to men, especially if the sales- 
person knew the individual and 
his family well. Many men pur- 
chased gifts for their fathers. In 
every case the shopper was re- 


minded of Father’s Day and the 
suggestion “remember your Dad” 
was made. 

Sporting goods proved to be 
the most popular gift item for the 
occasion. Rods, reels, guns, hunt- 
ing jackets, tennis rackets and 
balls, and outboard motors were 
some of the articles that were sold 
during this event as gifts. Tools 
were also quite popular as were 
flashlights and cutlery items. 


The Wren Hardware Co. made 
advertising and suggested 
selling pay high dividends 
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IN DEMAND 
MORE THAN EVER 





Maintenance and Repairs 


PANTHER AND 
DRAGON TAPES 


First to be Wrapped and 
Sealed in Cellophane 


‘@ 
Perfect Adhesiveness and Tensile Strength 
3 
Sold Exclusively Through Strong Distinctive Green Core 
Distributing Wholesalers ra) 
Colorful Attractive Boxes 
HAZARD INSULATED WIRE WORKS 9 
DIVISION OF THE OKONITE COMPANY A Company in the Insulation 


Works: Wilkes-Barre, Pennsylvania 
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Advances 


Shellac. 


Auto tires, tubes. 


Steel screen cloth. 





Shellac—Linseed oil—Effec- 
tive April 22, shellac was advanced 15 
cents per gailon. Linseed oil declined 
1% cents per gallon, effective May 1. 

” © * 

Stove pipe, elbows, etc. 
Despite urgent efforts, the makers of 
these staple stove accessories have been 
unable to get their requested allot- 
ments of steel for the coming season’s 
supplies. Only upon rated orders from 
their distributors—ratings probably ob- 
tainable through form PD-1X—will the 
manufacturers be able to release such 
quantities as they are able to produce. 

© 7 7 

Rubber Footwear Prices 
OPA has issued maximum price regu- 
lation No. 132, effective May 11, estab- 
lishing ceilings on manufacturers whole- 
sale prices for waterproof rubber foot- 
wear at the levels that prevailed under 
a voluntary agreement in March. The 
voluntary ceiling agreement had been 
signed by manufacturers who received 
more than 99 per cent of the crude 
rubber allocated by WPB for water- 
proof rubber footwear production in 
March. 

+ . . 

Fertilizer prices stabilized— 
Prices of mixed fertilizer, superphos- 
phate and potash were stabilized April 
28, at levels prevailing since February, 
by OPA price order 135—extending a 
The applicable 
ceilings on fertilizer in amounts of 250 
Ibs. or more are those which prevailed 
in March. Sales in quantities of less 
than 250 Ibs. are frozen in the general 


maximum price regulation. 
e * * 


similar earlier control. 


Lawn mowers, hose acces- 
sories—The early demand for power 
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lawn mowers has been unusually heavy, 
and most factories have reached their 
established quota for the season. These, 
of course, may not take further orders, 
and since jobbers’ stocks are low, many 
later buyers will be disappointed. Most 
manufacturers of lawn sprinklers have 
exhausted their supplies of brass and 
copper, and are substituting plated or 
enameled steel for the sprinkler heads 
There is an especial 
shortage of revolving sprinklers, and a 
hot, dry season would find much of the 
demand could not be satisfied. The 
detachable hose reel has been with- 
drawn from the market for the balance 
of the season, due to shortage of gal- 


where possible. 


vanized steel. 


prices. 





Declines 
Linseed oil. 





+ 7 . 

Tire price ceilings—By ceiling 
order No. 119, effective April 27, OPA 
established maximum prices on original 
equipment tires and tubes for auto- 
mobiles and trucks, allowing 5 per cent 
increase over levels prevailing through- 
out 1941. The increases were granted 
in lieu of somewhat larger advances 
that had been put into effect last Jan- 
uary by some leading rubber companies, 
but which were subsequently withdrawn 
at the request of OPA. Prices on 
original tires and tubes for farm equip- 
ment are not to be advanced, and will 
continue at the 1941 levels. 

* * * 

Screen cloth advanced—On 

April 22, OPA amended the existing 


Padi 
i anal 


ia 
Se 


ee! 


Price Schedule on iron and steel prod- 
ucts, permitting an increase of about 5 
per cent in manufacturers’ prices for 
steel screen cloth, The Amendment 
No. 3 sets higher maximum prices on 
various grades of steel screen cloth, in- 
cluding 12 mesh black, and 14 and 16 
mesh galvanized cloth. Permission to 
increase prices for steel ‘screen cloth 
was held proper, OPA officials said, 
since a substantial portion of total out- 
put is produced by companies unable 
to operate under the former ceiling 


* * * 


Coal and “solid” fuels—An 
OPA order placing a ceiling on the 
prices of all wholesalers and retailers 
of all solid fuels (coal, coke, briquettes, 
etc.) has been issued, as a supplement 
to the earlier general price control 
order. An accompanying regulation im- 
posed maximum prices on all solid 
fuels at the point of production. In 
both cases, the ceilings established are 
the levels prevailing in the period Dec. 
15-31, 1941, at which point full prices 
had been held previously by informal 
agreement. Wood and wood products 
are excluded from both orders. 


* * * 


Machines and parts—OPA 
has prescribed maximum prices for 
hundreds of machines and parts not 
covered by other price schedules, in a 
new ceiling order 136, effective May 18. 
The order establishes, as a ceiling, Oct. 
1, 1941, prices, for the machines and 
parts it covers, at all levels of distribu- 
tion except retail. In addition to pro- 
viding top prices for new machines, 
formulas are announced for rentals, for 
maximum prices for rebuilt used ma- 
chines and parts, and other second- 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 56 





HARDWARE AGE 























 -_— oe aS oe 


hand units. Excepted from the regu- 
lation are machine tools, farm ma- 
chinery and rentals of construction and 
road equipment, which have their own 
individual maximum price regulations. 





* 


China and pottery—By OPA 
price ceiling order No. 116, April 27, 
maximum prices are set for the sale 
by manufacturers of vitreous and semi- 
vitreous ware in the United States, or 
for export. Stoneware and art pottery 
are not covered, but vitreous and semi- 
vitreous ware produced by art potters 
comes under the terms of the regula- 
tion. Maximum prices and packaging 
charges for the vitreous ware industry 
are established at price levels prevail- 
ing between Oct. 1 and Oct. 15, 1941. 
For the semi-vitreous ware industry, 





the permissible maximums will be at 
5 per cent above levels prevailing dur- 
ing the same period, in recognition of 
lower profit margins in that branch. 

co * * 

Light bulb bases—Westing- 
house Electric & Mfg. Co. has an- 
nounced that substitute materials will 
replace vital war metals to maintain 
the supply of light bulbs for essential 
civilian needs. They state that all 
civilian lamp bulbs in the 10 watt to 
300 watt sizes, and most industrial 
lamps, will have steel instead of brass 
bases this year, although the change 
will not be noticeable to the consumer. 
To prevent corrosion, these bases will 
be protected with a thin coating of 
brass. Consumers will be limited to a 
small selection of sizes and types be- 
cause of the nation’s military and in- 
dustrial requirements. 


* * * 


Sheet zinc, etc. Maximum 
prices for rolled zinc products (sheets, 
rolls and strips) were set by OPA order 
No. 124, effective May 11. The prices 
are the same as those of Nov. 29, 1941, 
with slight changes in the prices of 
zinc boiler, hull and engravers’ plates. 
On May 1, the War Production Board 
announced it would place metallic zinc 
under complete allocation control, be- 
ginning June 1. Such control means 
that WPB will allot the material to 
users after considering the urgency of 


their needs. 
x * * 


Builders’ hardware, etc. 
Leading makers are no longer able to 
accept orders, from their trade, or to 
make stock shipments, except on rated 
orders. One maker suggested that its 
distributors apply for ratings on form 
PD-1X—stating, in part: “We are re- 
viewing all unrated orders now on hand, 
and you will be notified as soon as 
possible, what items we are compelled 


to cancel, or which may be reduced on 
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New application form for distributors . . . 
can be applied to stock orders of 
bolts and nuts... is not complicated. 
Ratings for individual large orders 
may still be extended. 





Here is relief for distributors who have 
been burdened with many types of compli- 
cated priority forms and ey shifting 


regulations. 


It is a means for distributors to obtain a 
rating which shall permit them to place 
stock orders to cover the replacement of ma- 
terial sold from their own inventory in a 
multitude of small sales — without the ne- 
cessity of analyzing all those small orders 


which many distributors must handle. 





This form, however, does not prevent the 
distributor from continuing to collect and 
basket all substantial orders carrying high 
ratings and from extending those ratings, as 


heretofore. 


PD-1X offers an elasticity of procedure, 





which should meafi many advantages — if 
properly used and if inventory restrictions 
are observed. 
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Factories at Port Chester, N. Y., Rock Falls, Ill., Coraopolis, Pa. 
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“MY SALES TALK ON 
CASTERS IS STRICTLY 


QUALITY NOW” 


TRADE UP 


WITH BASSICKS 


RING UP MORE PROFITS 


“Like all hardware dealers, | 
lose plenty of sales on items I 
can’t buy any more. But one 
way to help my priority-itis is 
by trading up—for example, 
selling the better grade Bassick 
Casters as long as they are 
available. Besides making more 
profit on each sale, I am certain 
to make satisfied customers.” 


When you re-order casters, specify 
DIAMOND DART AND 
DIAMOND ARROW 





| MAY LEAVE FOR THE 
DURATION 


FOR | HAVE A108 
TO DO. 

BUT WHEN THE WAR 
iS OVER 


VLE BE ROLLING 
BACK TO You. 





J 








The Hardware Age Blackboard 


States comprising regions in these charts: 
New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(Ill., Ind., Mich., Ohio, Wis.) 

West North Central—(lIowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas.) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacifie—(Calif., Ore., Wash.) 


We believe that 


many of these items can be reinstated 


an allocation basis. 


by you on a rated basis which will per- 
mit us to again enter them for ship- 
ment to you. As soon as possible we 
will send you stock lists of goods in our 
finished stock which will not be re- 
quired for defense purposes, and which 
will not be replaced when our stock is 
gone. These goods are still available 
on unrated orders, subject to prior 
sale.” Another maker announced re- 
cently that it will no longer be able 
to ship one of its most popular over- 
head garage sets because of difficulty 


in obtaining materials. 


Non-tin containers urged 
Packers and others normally using cans 
for packaging have been urged by the 
government voluntarily to provide them 
selves with insurance against much 
more drastic curtailment of tin by turn- 
ing to freezing or dehydrating food 
products, and by packaging in other 
types of containers, in the case of 
other commodities. 

7 7 . 

Price indexes high—On May 
1, the Associated Press price index of 
35 wholesale commodities stood at 
99.2 per cent of the 1926 average—prac- 
tically equalling the war-time “high.” 


The Hardware Age Blackboard 


Stock-Sales ratios are percentages obtained by dividing the cost value of stocks by sales 


of an identical group of firms. 
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A year ago, this index showed 82.03 per 
cent. A similar high status appears in 
the latest weekly commodity index of 
the U. S. Bureau of Labor Statistics, 
which further presented an interesting 
break-down of the year-ago compari- 
sons, as follows, using 1926 as par: 


April 25, 


Raw materials 
Semi - manufactured ar- 

ticles 92.6 
Manufactured products.. 98.9 
Farm products 104.8 
Hides and leather prod- 

ucts 119.8 
Textile products 97.0 
Metals and metal prod- 

ucts 103.9 
Building materials 108.8 
House furnishing goods. 104.4 
Miscellaneous commodi- 


Store sales—Year-to-year gains 
of department store sales continued to 
narrow in the week ended April 25, 
Federal Reserve System statistics re- 


lowest level for any full week since 

Sept. 27 last. Compared with the corre- 

sponding week a year ago, however, 

there was an increase of 11.8 per cent. 
* * ” 

Steel industry—Steel ingot 
production week sagged a point to 99 
per cent from 100 per cent last week, 
according to estimates by The Iron Age 
in its May 7 issue. The decline in 
operations was due to repairs rather 
than to shortages of raw materials. 


* * * 


Nylon racket strings, etc. 
Supplies of nylon racket strings and 
fishing tackle adequate for a normal 
1942 season are already on the shelves 
of dealers reports E. I. du Pont de 
Nemours & Co., Inc., Wilmington, Del. 
Manufacture of equipment for 1942 
began in August, 1941, as is customary, 
and was completed before supplies of 


Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 


ports showed. Sales in the latest period 
on an average were 13 per cent over 
a year earlier, compared with a rise of 
15 per cent in the preceding week. In 
the four weeks ended April 25, 1942, 
the year-to-year comparison averaged a 
gain of 9 per cent for all reserve dis- 
tricts combined. 
of * * 

Industrial activity—In the 
April 25 week, the Associated Press 
weekly index of industrial activity 
(1929-30 levels equal 100) rose to 
147.5 per cent, from 146.4 a week 
earlier, and 123.5 a year previous. In 
the largest movement of railroad freight 
for any comparable week since 1930, 
the carriers loaded 861,353 cars in the 
April 25 week—an increase of 19.4 per 
cent over a year ago. Electricity pro- 
duction in the week ended April 25, 
by a natural seasonal drop, fell to the 
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nylon were drastically reduced because 
of demand for military purposes. 
* * + 

Telephone installations cur- 
tailed—By WPB order, April 23, use 
of open copper line wire to provide 
local exchange service will be discon- 
tinued and existing telephone equip- 
ment and facilities are to be conserved 
or re-used whenever critical materials 
can be saved. Additional installations 
of telephones in residences which al- 
ready have one telephone will be limited 
to those deemed preferred or essential. 
A previous order had restricted new in- 
stallation of residence extensions, the 
replacement of manual private branch 
exchange boards by dial, the replace- 
ment of manual central offices by dial 
offices, the replacement of the desk 
stands by hand sets, and the use of 
party line service wherever practicable. 
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on Sales and Profits 


WITH 


SIMONDS 
Hard-Edge 
RED END 


Hacksaw Blades 


These top-quality blades . . . for hand 


cutting ... have the extra life needed 
to protect your customers’ work. RED 
ENDS cut faster, smoother, longer. 
So merchandise these Simonds con- 
trolled-quality blades that bring solid 
re-orders and build higher profits. 


Simonds Saw and Steel Co. 
FITCHBURG, MASS. 
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DR. TONE RETIRES AS HEAD 
OF CARBORUNDUM CO. 


Becomes chairman of the board. Arthur 


A. Batts 
Knupfer 


Other 


At a meeting of the board of 
directors of The 
Co., held at Niagara Falls, N. Y., 


April 2Ist. Dr. Frank J. Tone 


DR. FRANK J. TONE 


retired as president of the com- 
pany and was elected chairman 
of the board of directors. The 
new president is Arthur A. Batts, 
long associated with the com- 
pany, and who since March, 1927, 
has been its secretary. Charles 
Knupfer, formerly vice-president 
in charge of sales and a member 
of the board of directors, was 
named as senior vice-president 
and will continue as head of the 
sales department. 

Henry P. Kirchner was named 
as executive 


Carborundum | 


vice-president in | 


charge of operations having been | 


vice-president in that same Ca- 
pacity for a number of 

Mr. Kirchner was also named 
member of the 
F. Jerome Tone, Jr., 


as a 
directors. 


sales executive was elected to | abrasive, 


years. | 


board of | 


elected president; 


new senior 


executive promotions 


vice-president. Edward R. New- 
comb, executive was also 
elected as one of the vice-presi- 
dents of the company. 
Announcement was also made 
of the retirement as treasurer 
of Frank H. Manley, Sr., whose 
identity with the company dates 
back to 1896. He is succeeded 
by T. B. Foot who was named 
treasurer. Frank A. Vockrodt, 
formerly auditor, was appointed 
secretary succeeding Mr. Batts 
in that office, and A. J. D’Arcan- 


sales 


CHARLES KNUPFER 


gelo and Gilbert J. Stewart were 
named as assistant treasurers. 
All appointments are effective as 
of April 21st. 

Dr. Frank J. Tone as chairman 
of the board will continue to be 
actively interested in the affairs 
of the company in an advisory 
capacity. Dr. Tone’s connection 
with the company dates back to 
July 15, 1895, just shortly after 
the late Edward Goodrich Ache- 
son created the first man-made 
Carborundum. His 


the board and has been named | early association with Dr. Ache- 
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Charles 


vice - president. 


made. 





| 
| 


of the 
made of 


son and his subsequent achieve- 
ments in the field of electro- 
chemistry have brought him 
many high honors. At a joint 
meeting of the American Section 
of the Society of The Chemical 
Industry in 1928, he was awarded 
the Perkin Medal. He 
the recipient of the Edward 
Goodrich Acheson medal and 
was the first to receive the Jacob 


is also 





F. Schoellkopf Medal from tlie 
Western New York Chapter of 
the American Chemical Society 
in 1931. 

The new president, Arthur A. 
Batts, is prominent in the field 
of industry, and has been long 
identified with many local civic 
activities as well as with several 
national organizations. 

Charles Knupfer, senior vice- 
president, was long identified 
with the foreign sales activities 
of the company having been its 
continental sales representative. 
In January, 1936, he returned to 
the United States and Niagara 
Falls to take charge of general 
sales. 

Other members of the present 
board of directors include Henry 
A. Phillips, George C. Burgwin, 
Jr., Richard K. Mellon and 
George W. Wyckoff of Pitts- 
burgh. 








Jenkins Retires as 


David W. Jenkins, general 
sales manager of Henry Disston 


& Sons, Inc., Tacony, Philadel- | 


phia, Pa., is retiring from active | 


business after 46 years of active 
selling. Mr. Jenkins first joined 
the company on Dec. 26, 1896. 
He pioneered the West for Diss- 
ton, establishing the 
pany branch on_ the 
Coast in 1909. 


| In the course of his career | 
| with 
| responsible for the development | 
thin planer knife | 
than Tungsten | 


Disston, Mr. Jenkins was 


first 
other 





DAVID W. JENKINS 


first com- | 
Pacific | 





Disston Sales Head 


| steel. He was also responsible 


for the acquisition by Disston of 
the “Philbrick” cutter head and 
for the establishment on the Pa- 
cific Coast of the first manufac- 
turing of wide-band saws. As a 
Disston sales executive, one of 
Mr. Jenkins’ outstanding contri- 
butions was the institution of 
the system whereby the salesmen 
make adjustments at the source, 
which resulted in closer contact 
on the part of the salesman with 
his customer and better under- 
standing between them. 


Mr. Jenkins plans to make his 


| residence on the Pacific Coast. 


GILLETTE ANNOUNCES 
SALES CHANGES 


The Gillette Safety Razor Co., 
South Boston, Mass., has an- 
nounced the appointment of H. 
W. Hastings as asst. sales mana- 
ger. At the same time it was 
announced that W. J. Hill will 
supervise the sale of “Valet Auto- 
Strop” and “Colton” products. 
E. C. Perusse will succeed Mr. 
Hill as district manager of the 
territory comprising Pennsyl- 
vania, lower New Jersey, Dela- 
ware, Virginia, Maryland and the 
eastern section of West Vir- 


ginia. 
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Avery and Huss Promoted 


To Acme Steel Board 


Stockholders of Acme 
Co., Chicago, Ill., at their annual 
meeting on April 21 elected two 





| 
| 
| 


W. SHERIDAN HUSS 


new members and re-elected five 
present members to the board of | 


Steel | directors. 


Guy T. Avery, works 


manager of the company’s plant 


| at Riverdale, Ill., and W. Sheri- 


dan Huss, sales manager of the 
central district, are the new men 
elevated to board posts. 

These men fill vacancies caused 
by the resignations of James E. 
MacMurray and F. C. Gifford. 

Mr. Avery began his Acme 
career in February, 1920. Mr. 
Huss became associated with the 
company in 1919, in charge of 
advertising. In May, 1929, he 
became assistant sales manager 
and in 1940 he was appointed 
sales manager for the central dis- 
trict which position he 
holds. 

Present directors who were re- 
elected are R. H. Norton, chair- 
man of the board; C. S. Traer, 
M. MacChesney, 
fitst vice-president and secretary; 
C. J. Sharp, vice-president and 
director of and L. H. 
Whiting. 


now 


president; C. 


sales; 








Stentiford Put in Charge of New 


Tra-Test Furnitare Department | 


Henry J. Stentiford has joined 
the Tru-Test Marketing & Mer- 
chandising Corp., Merchandise 
Mart, Chicago, Ill., in charge of 
merchandising the newly created 


furniture department. Mr. Sten- 


tiford was formerly with Mont- | 


gomery Ward as the executive 
furniture buyer for 11 years. 
For the past two years, he was 
associated with the Goldblatt 
Brothers chain of 10 department 


| stores in Chicago as merchandise 


| manager 


of their furniture de- 


| partment. 


L. L. 


Oakes announced at a 


| recent Tru-Test distributor meet- 


ing that complete lines of furni- 
ture and merchandising are be- 


| ing developed by Mr. Stentiford. 
| The lines are available through 


Tru-Test distributors in their 


territories. 
ARMITAGE HEADS 
WILLIAMS CO. 
A. Donald Armitage has been 


| made president of J. H. Williams 


H. J. STENTIFORD 
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& Co., Buffalo, N. Y., manu- 


| facturer of drop forgings and 


drop forge tools. 


ucts 





| experience 


| has 





He 
the late J. Harvey Williams and 
will continue as a director with 
his headquarters in Buffalo. 

E. J. Wilcox, of New York, 
sales manager of the stock prod- 
has_ been 


succeeds 


division named 


TURNER BRASS CO. 
EXECUTIVE GETS 
NEW ARMY DUTIES 
Major John Slezak has been 
assigned new duties as Chief of 
the Tank and Combat Vehicles 


vice-president in charge of stock | 


products’ _ sales. 


Willard C. | 


, | 
Kress, works manager of the local 
plant has been elected vice-presi- | 


dent in charge of manufacturing. 


WESTERN CARTRIDGE CO. | 


TO REFUND WAR PROFIT 


The Western Cartridge 
East Alton, Ill., has 
that a voluntary offer has been 


made to refund to the 


Co., | 


disclosed | 


govern- | 


ment $1,500,000 in profit on an | 


Army contract. The profit came 
from the manufacture of 
armament items by the 
Repeating Arms 


some 
Win- 


chester 


Co., | 


New Haven, Conn., a division of | 


Western Cartridge. 


In explaining the refund offer | 


first made orally April 23 and 
later submitted in writing, exec- 
utives related that bids on 
items were made on the 
of engineering estimates but that 
has proved it was 
reduce production 


basis 


possible to 
costs. 


GATES HARDWARE 
CHANGES NAME 


The Gates Hdwe. Co., Tulsa, 
Okla., wholesale concern, has 
changed its name to the Gates 
Hdwe. & Supply Co., according 
to an announcement by G. H. 
Gates, secretary. 


the | 


MAJOR JOHN SLEZAK 


Ord- 


an- 


| Division of the Chicago 
nance District, it has been 
| nounced by Colonel Donald Arm- 
strong, Deputy District Chief. 

Major Slezak is on leave of 
absence from his position as 
| president of Turner Brass Works, 
Ill. He joined the 
staff of the Chicago Ordnance 
District on January 26, 1942, as 
Assistant Chief of the Ammu- 
"nition Division. 

Major Slezak helped to or- 
ganize the Machine Tool Di- 
vision of the Army-Navy Muni- 
tions Board while on a tour of 
duty in the-Army during 1940. 


| Sycamore, 











HONEYMAN HDWE. 
QUITS BUSINESS 


The Honeyman Hdwe. Co., 
wholesale hardware firm and one 
of the leading pioneer business 


| establishments in Portland, Ore., | 
after | 
75 years, it has been announced | 
by Thomas D. Honeyman, presi- | 


discontinued business 


dent. The company’s retail store 

at N. W. 9th and Glisan Sts., 

Portland, has also been closed. 
It is believed 


that excessive | 


| priorities, stringent regulation of 
| business and uncertainty of ob- 
| taining new lines to take the 
place of those that have been 
“frozen,” figured in the closing. 

Originally founded in 1865 as 
Northup & Simon, the company 
has been in continuous operation 
since that time with William 
Honeyman, Oregon pioneer, en- 
tering the firm in 1892. 
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TIME LIMIT ON CHARGE ACCOUNTS; 
INSTALLMENTS SET AT 1 YEAR 


Tightening of credit regulations further restricts in- 
stallment payments to a | 2-month period and requires 
a one-thitd cash down payment with few exceptions. 
Charge accounts must be paid within 40 to 70 days. 


The Federal Reserve Board in 
an anti-inflation move designed 
to carry out President Roosevelt's 
recommendations, tightened re- 
strictions on installment buying, 
including charge-account — pur- 
chases. 

By an amendment to the con- 
sumer credit regulations, effective 
May 7, all charge accounts must 
be paid by the 10th of the second 
month following the month in 
which the purchase is made, that 
is within 40 to 70 days, depend- 
ing on the date of the purchase. 

Installment sales which former- 
ly were carried for 15 months 
must now be paid in 12 months, 
and the minimum down payment 
is increased to one-third of the 
cash price in the case of all ar- 
ticles concerned except furniture, 
pianos, and household repairs. 
The minimum down payment on 
pianos and furniture is increased 
from 10 to 20 per cent. The only 
articles for which payments may 
still be spread over 15 months 
are automobiles and bicycles. 

The list of articles covered by 
the regulation is broadened to in- 
elude a 
durable and semi-durable goods, 
whether or not they actually re- 
quire materials and skills directly 
needed in the war effort. 

Hardware store items that now 
under the 
new credit regulations are: 

Household tableware and kiteh- 
enware including pots, pans, porce- 
lain, china, glass, cutlery, and 
other utensils; 


comprehensive list of 


may be bought only 


household lighting 
equipment and electrical appli- 
ances of all kinds, 
clocks, stoves, and dishwashers, 
which were included in the orig- 
inal order; 

Sporting, athletic, outing and 
games equipment; — binoculars, 
field glasses and hand telescopes; 
boats, including power boats 
which were covered in the orig- 


including 


inal order; automobile batteries 
and accessories; mechanical car- 
pet sweepers (vacuum cleaners 
were already on the original list) 
and lawn mowers, edgers, and 
trimmers. 

Under the order any 
one who fails to pay for pur- 
chases on a charge account by 
the tenth day of the second month 
following the month of the pur- 


rev ised 
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chase is held “in default.” Thus 
to avoid default, purchases made 
in May must be paid for by July 
10, and purchases in June by 
Aug. 10 and ao oon. 

To evade the default, the pur- 
chaser must either settle at once 
in full or arrange to pay the bill 
on the installment plan in a 
period of six months or less, pay- 
ing in equal installments of at 
$1.25 a week or $5.00 a 
month. 

Until he 
barred from using his charge ae- 
count to buy anything on the 
combined list, although he may 
buy anything else offered by the 
store if the store offers any un- 
listed articles. Default may not 
be incurred, however, by not pay- 
ing in time for unlisted articles. 

A new provision of the regu- 


least 


does so he will he 


lations requires that everything 
bought on the installment plan, 


whether or not it was originally 





joint convention of the Nationa! 
Wholesale Hardware Associativ: 
and American Hardware Mani 
facturers Association in the Lin 
coln Room, Hotel La Salle, Chi- 
cago, Ill. Committee in charg: 
consists of Will J. Feddery. 
Harpware Ace, chairman; Ii 
A. Squibbs, American Steel & 
Wire Co., president; J. McCue. 


| Russell & Erwin Mfg. Co., vic: 


| president, and Ben Leve, Thy 


a charge account sale, must be | 


paid for in equal installments of 
at least $1.25 a week or $5.00 a 
month. A former provision ex- 
empting installment sales running 
less than three months from down 


Carborundum Co., secretary. 


DURHAM DUPLEX CO. 
CHANGES NAME 


At the recent annual stock 


| holders’ meeting it was voted t» 


change the name of the Durham 
Duplex Razor Co., Mystic, Conn.. 


| maker of both “Durham-Duplex” 


payment requirements is repealed. | 


Enforcement of the charge ac- 
count provisions will be left 
largely to better business bureaus, 
merchants’ associations, and the 
Under the 
regulations a general license is 
automatically issued to all stores 


stores themselves. 


| Razor Corp. 


concerned and they may at some | 


future time be required to take 


out individual licenses. Special 


jin charge of 


provisions protecting farmers and | 


others whose income is seasonal 
(are retained in the regulation. 





MASBACK ADDRESSES 
HARDWARE BOOSTERS 


More than 30 members and 
guests heard Harold Masback, 
vice-president, Masback Hard- 
ware Co., New York City, whole- 
sale hardware distributors, ad- 
dress the Hardware Boosters at 
the April 24 meeting at the 
Pearl Street Restaurant, 546 
Pearl St., New York City. Many 
people, said Mr. Masback, are 
taking a complacent attitude as 
to our war needs. The wholesaler 
has responsibility to both the 
manufacturer and the retailer, he 
declared. The simplification pro- 
gram now being carried out will 








H. E. MASBACK 


mean a great step forward and 
will also be of great benefit in 
the future. Emphasizing the 
need for studying and under- 
standing priorities he stated that 
of more than 3500 complaints 


| of the 


investigated by WPB more than | 


half of the firms involved had 
unintentionally violated the laws. 
The government means business 
and laws and regulations concern- 
ing our war efforts have teeth in 
them. He urged manufacturers’ 
‘salesmen to educate themselves 
to help both wholesalers and re- 
tailers stay in business. 

S. H. Atkinson, R. J. Atkin- 
son, Inc., Brooklyn, N. Y., presi- 
dent, New York State Retail 
Hardware praised 
P-100 as an idea to conserve ma- 


Association, 


and “Enders Speed” razors and 
blades, to the Durham-Ender- 
The meeting al-« 
resulted in the election to th: 
board of directors of Sidney W 
Edlund. 

Officers elected at the subs 
quent directors’ meeting wer: 
Charles Campbell, president: 
Oscar F. Willhelm, vice-president 
production: 
Charles Gruning, secretary ani 
treasurer; Duncan H. Hendet 
son, vice-president in charge o! 
sales of all company products. 


JERSEY DEALERS BACK 
PAINT CAMPAIGN 


At the regular April meeting 
Hudson County Paint 
Dealers Association, Hudson 
County, N. J., the association 
voted unanimously to support 
the campaign in acquainting the 
paint buying public that there i- 
plenty of paint and painters 
available and that it is the pa 
triotic duty of each citizen to 


| conserve materials by painting 


| coverings 


frequently and using the bes! 
available. Placards 


| for display in windows and stores 


| terials and yet make it possible | 


to maintain homes and _ plants. 
People who observe _ priorities 
requirements may lose 
sales, he said, but they will be 
able to stay in business while 
those ignoring priorities require- 
ments will eventually be out of 
business for the duration. 


some 


CENTRAL STATES CLUB 
OCTOBER BANQUET 
The Central States Hardware 
Club will hold its annual ban- 
quet and floor show, Sunday 
evening, Oct. 18, previous to the 


and truck banners have been dis 
tributed to all members. Pul 
licity material for newspaper- 
has also been supplied. 
The window dressing 
which allows each member to 
have his window dressed once « 
month, free of charge, is now in 
its second month and has been 
voted a complete success. Thy 
plan not only allows each mem 
ber to have his window dressed 
as he may desire, but also pet 
mits a tie-in with manufacturer- 
in order to allow particular line~ 


plan. 


| to be featured. 


| 


Henceforth all meetings of tly 
association will be held at 
regular date, the second Tue- 
day of each month, the place o! 
the meeting to be stipulated by 
the president. 
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William G. Yantis Dies; 
Was Shapleigh President 


William G. Yantis, president 
of the Shapleigh Hdwe. Co., St. 
Louis, Mo., passed away- April 





WILLIAM G. YANTIS 


28 at his home in that city. Mr. 
Yantis was 78 years old and had 
heen in ill health for more than 
two years. 

A native of Davenport, Iowa, 
Mr. Yantis spent 60 years in the 
wholesale hardware business and 
had been president of the Shap- 
leigh organization since 1934. 


He began his business career in| 


Chicago as an employee of the 
Pribyl Brothers’ Wholesale 
Hdwe. Co. He joined the Sim- 
mons Hardware Co., St. Louis, 
Mo., in 1886 as a special sport- 
ing goods salesman and in a short 
time became manager of that 
department. 

In 1901 the A. F. Shapleigh 
Hdwe. Co. reorganized and 


changed its name to the Norvell- | 


Shapleigh Co. with which Mr. 
Yantis became second vice-presi- 
dent in charge of buying. He 
hecame vice-president in 1903. 
The company assumed its present 
name in 1911. 

Following the death in Novem- 
ber of Richard Waldron Shap- 
leigh, who had been president of 
the company for 22 years, Mr. 
Yantis was elected president. 
Poor health forced him to give 
up his business activities in 1939 
but he retained title of president. 

Surviving Mr. Yantis is a 
brother, A. B. Yantis of Corpus 
Christi, Tex. Mr. Yantis’ wife 
died in 1938. They had no chil- 


dren. 
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Mr. Yantis in his will  be- 
queathed the sum of $50,000 to 
his secretary Mrs. Melva B. Ne- 
ville, and to his nurse, Miss 
Frances Williams, the residue of 
his estate after specific bequests 
of $219,500 have been deducted. 
Miss Williams’ share is large 
and indications are it may exceed 
the $219,500. 


JOHN E. KELLEY 


John E. Kelley, of Greenwich, 
Conn., sales manager of the 
Simonds Saw & Steel Co., Fitch- 
burg, Mass., for nearly 30 years 
until his retirement on Jan. 1, 
1929, passed away recently at 
his winter home in St. Peters- 
burg, Fla. He was 74 years old. 

Mr. Kelley, who was regarded 
generally as one of the ace sales 
managers of the knife and saw 
industry was associated with the 
Simonds organization for 34 
years. In his years of service to 
the company, Mr. Kelley had 
traveled widely and contributed 
largely to the development of 
the company’s foreign trade. It 
was under his direction that 
agencies were established in 
South American countries, in the 
Philippines and in Egypt as well 
as in parts of the Orient. 


O. S. STAPLEY 


O. S. Stapley, 69, founder of 
The O. S. Stapley Company, one 
of the largest hardware and farm 
implement firms in the Pacific 


| Southwest, passed away at home 


in Mesa, Ariz., on April 15th. 

He went to work in a Phoenix 
hardware store while still in his 
early teens and in 1895 founded 
the O. S. Stapley Company. He 
lived to see this latter company 
grow from one small store at 
Mesa to five large hardware and 
implement stores in the Salt 
River Valley of Arizona, in addi- 
tion to a large jobbing firm, the 
Arizona Hardware Company. 

He was married to Miss Polly 
Hunsaker in 1894. They had 
nine children, six sons and three 
daughters. The six sons are all 
active in the business today. 

The O. S. Stapley stores are 
located at Mesa, Phoenix, Glen- 
dale, Chandler and Buckeye, 
Ariz. The Arizona Hardware | 


| Company is located in Phoenix. 


© Military men state that cleanli- 
ness is a basic requirement — es- 
sential to morale and health. Mobile 
units—on which is mounted equip- 
ment powered by Briggs & Stratton 
gasoline motors, for heating water 
in volume— provide ‘‘showers’’ for 
men doing field service, and in tem- 
porary camps — also used to distill 
water for cooking and medical pur- 
poses — and as sterilizing and 
disinfecting units. 


— we will strive to serve you. 


The service of Briggs & Stratton 4-cycle, air-cooled 
gasoline motors, over a million and a half produced 
to date, can be extended materially by proper care, 
ood and by periodical inspection for 


damaged or worn parts need- 
ing replacement. Equip- io 
ment dealers and 
Authorized Serv- 
ice Stations every- 
where are ready 
to help “keep 
‘em running.” 


BRIGGS & STRATTON CORP. 
Milwaukee, Wis., U.S. A. 


‘e. 


HE ENTIRE PRODUCTION FACILITIES 
of our company are assigned to the war pra 
gram. If your equipment is serving the army, 
navy or air forces of the United Nations, or is in an 
“accepted”’ essential industry — and you require 
gasoline motors in our range of from 


wo 


~) 


SMALL GASOLINE MOTORS HELP 
TO KEEP FIGHTING MEN 

































“, to6 H. P 











PRIORITIES 








AND WAR -TIME ORDERS 


A-10 OR HIGHER REQUIRED FOR 
IRON-STEEL PRODUCT DELIVERIES 


FORM PD-73 IS ABOLISHED 


Amendment No. 3 and extension of No. 2 
a signed certification stating that material is 


* 


* 


* 





of Order M-21 requires each order to bear 


to be used for one of the listed classifications. 


Deliveries of iron and_ steel 
products will be restricted to 
preference ratings of A-10 or 


higher after May 15, the War 
Production Board has announced 
with the issuance of Order M-21, 
amended. The Order formerly 
applied steel products only 
and the inclusion of iron means 
that the 2,700 iron foundries in 
the country must comply with 


to 


its provisions. Form PD-73 is 
abolished, effective May 1, and 
in its place is the following 
system. 


Each purchase order for iron 
or steel must contain a signed 
statement by a duly authorized 
official or agent of the purchasers, 
either stamped or typed on the 
order, stating that the material 
is to be used for one of the group 
classifications set up in the Order. 
These are Army, Navy, Maritime, 
Defense Projects (war plants), 
Lend-Lease, Other Export, Rail- 
road, Warehouse, and All Other. 

Two exceptions are made to 
the A-10 rating requirement. 
Warehouses may deliver carbon 
steel on unrated orders when the 


purchaser specifies that the mate- | 


rial is to be used for repair and 
maintenance. 


for such deliveries. Persons other 


than producers may deliver on | 
nails, bale tie:, | 
and small black or galvanized | 


unrated orders 


welded pipe. 
New forms have been provided 


for producers in connection with | 


the amended Order. To 
shipments, iron and steel produc- 
ers will use Form PD-138, which 
must be received by WPB by the 
15th of the month following the 
month of shipment. 


report 
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Each warehouse is | 
limited, by quarters, to three per | 
cent of its quota for any product.| 


Form PD-139 which is due in | during that month and the follow- 
Washington by the 10th of each | ing 


month, must be used to report 
tonnages requested for delivery 


Rubber-Tired Farm Machinery 
Eliminated After April 30 


On April 21, the War Produc- 


tion Board ordered production of | 
t 


farm machinery and equipmen 


requiring rubber tires discontin- | 


ued after 
combines 


April 30, except for 
(harvester - threshers). 
Production of combines requiring 
rubber tires must stopped 
after July 31. 

William R. Tracy, chief of the 


be 


MANUFACTURERS’ PRICES FIXED 


| tonnage on the books of the pro- 


month, including past-due 


ducer. 


farm machinery branch, states: 

“Combines and harvesters are 
special farm machines developed 
during recent years and in the 
small sizes have been developed | 
100 per cent for operation on | 
rubber tires. No experience to | 
date has been possible with steel | 
wheels as a substitute for rubber | 


but experimental work along this | 





line will be carried on during 
this harvesting season, and it is 
expected that 1943 production 
will be limited to steel wheels 
requiring no rubber.” 

This action was embodied in 
Amendment No. 1 to supple- 
mentary order L-26-a. 

SEWING MACHINE 
PRODUCTION 
ENDS JUNE 15 


By Limitation Order L-98, 
issued April 25, only a limited 
number of sewing machines and 
attachments may be produced up 
to June 15, after which produc- 
tion must cease. Machines com- 
pletely assembled prior to June 
15 may be installed in cabinets 
or on portable bases after the 


| cut-off date, provided they come 


within the 75 per cent quota es- 
tablished for manufactures. After 
30 days, restrictions are imposed 
on sewing machine rebuilding. 
No new part may be installed 
after that time in a new or used 
machine, other than a_ repair 
part, except in filling quotas. 

However, provision is made for 
the manufacture of repair and 
replacement parts during the six- 
month period beginning May 1, 
1942 at a rate of 125 per cent 
of the rate in 1940 and 1941. 


FOR CHINA AND POTTERY 


Hundreds of china and pottery 
aiticles used in the average 
American household 
sets, cups, saucers, bowls, plates, 
dishes, cream pitchers, cooking 
and baking dishes, and refriger- 
ator jars, to name a few—are 
among the items covered by 
Maximum Price Regulation No. 
116 (China and Pottery), an- 


nounced by Price Administrator | 


Leon Henderson. 

The regulation, which became 
effective April 27, 1942, fixes 
maximum prices for the sale by 
manufacturers of vitreous and 
semi-vitreous ware in the United 
States or for export. Stoneware 


dinnerware | 





ware produced by art potters 
comes under the terms of the 
regulation. 

Maximum prices and packag- 
ing charges for the vitreous ware 
industry are established at the 
price levels prevailing between 
Oct. 1 and 15, 1941, and for the 
semi-vitreous ware industry, at 5 
per cent above the levels pre- 
vailing during the same period. 

New articles shall be sold at 
a price in line with, or lower 


than, most nearly comparable 
items in a manufacturer's line 
during the base period. Such 


new articles if a change in body 
or glaze is involved, must be 


and art pottery are not covered, | reported and described to the 


but vitreous and 


semi-vitreous 


OPA within 10 days after de- 


| livery on the first sale. Reports 
| of sales must be filed with the 
| OPA quarterly by every manu- 
facturer, and records of all 
| transactions must be kept. 

Maximum prices for articles 
not sold during the base period, 
but sold after Oct. 15, are 100 
per cent for vitreous and 105 
per cent for semi-vitreous of the 
prices in effect prior to the issu- 
ance of the regulation, except 
that the prices must be kept in 
line with the prices in effect dur- 
ing the base period for com- 
parable articles. Prices in effect 
are those quoted in a price list 
or those at which sales were ac- 
tually made where there was no 
price list. 
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SPORTSMEN 
BY 


HIT 
TACKLE BAN 


Production of non-commercial tackle ceases 


May 31 because of me 
manufacture cut to 


(Washington Bureau 
of HARDWARE AGE) 


Fishing tackle manufacturers 
have been ordered by WPB to 
stop production of non-commer- 
cial tackle after May 31. The 
L-92, bans the use of 
metals, plastics and cork in the 


order, 


manufacture of rods, rod fittings 
and accessories, reels, reel equip- 
ment and accessories; lines, lead- 
ers, sinkers, swivels, fish hooks; 
bait, tackle and fly boxes; 
lures, baits, and flies. 


creel Ss, 


artificial 


tal limitation. Fish hook 
half of 1941 volume. 


| Iron and steel in inventory may 
|only be used up to 75 per cent 


of the amount used in the cor- 
|responding period in 1941], dur- 
ing the period before the shutoff 


date. Fish hooks which do not 
| fall in the class banned may be 
| manufactured after June 1 at a 
| rate of 50 per cent of each manu- 
facturer’s production in 1941. 


The order applies only to the 
tackle 


manufacturer of fishing 
and not the sale of tackle already 
on hand and to be produced un- 


til May 31. 


Refrigerator Freeze 
L-5-b Clarified 


Order 


(Washington Bureau 
of HARDWARE AGE) 


By an amendment to L-5-b, 
issued on April 20, WPB cleared 
up three points in connection 
with the refrigerator order but 


the amendment did not make any | 


additional refrigerators available. 

The amendment provides that: 

1. A person who ordered and 
paid for a refrigerator prior to 
the issuance of the freeze order 
is entitled to such refrigerator. 
Here are two examples: (1) A 
dealer ordered and paid for in 
full a shipment of refrigerators 
prior to the issuance of the freeze 
order. Such refrigerators are con- 
sidered to be a part of stock of 
such dealer and may be shipped 
to him by the manufacturer or 
distributor without violating the 
freeze order, provided the man- 
ufacturer or distributor had them 
in his stock at the time the 
freeze order was issued. (2) A 
consumer ordered and paid for 
in full a refrigerator prior to the 
issuance of the freeze order but 
did not receive delivery of it. 
Such refrigerator may be deliv- 
ered to the consumer, provided 
the refrigerator was in the dealer’s 
stock ‘before the issuance of the 
freeze order. 

2. Any person other than a 
distributor or manufacturer who 
buys an electric refrigerator from 
any person other than a distrib- 
utor or manufacturer, may se- 
sell that refrigerator. The main 
purpose of the provision is to 


MAY 14, 1942 





prose a refrigerator dealer who 
wants to get out of business to 
dispose of his entire stock of 
refrigerators to another dealer. 
3. Any person may 


ship on 





_other any new domestic mechani- 
cal refrigerator to which he held 
| full legal title prior to the issu- 
}ance of the freeze order. This 
is intended mainly to permit 
| manufacturers to transfer their 
refrigerators from one warehouse 
| to another. 

The WPB also issued an inter- 
pretation to the refrigerator limi- 
tation order (L-5) 
| that any refrigerator built by a 
manufacturer to meet specifica- 
tions of the Navy, Army or Mari- 
time Commission for use on 
vessels built or operated by them 
|is not considered a domestic me- 
chanical refrigerator and does not 
come under the order. 


DAIRY MACHINERY 
REPAIRS GET A-2 AND A-3 


Preference Rating Order P-118 
has been amended to restrict the 
application of preference ratings 
by dairy processors to orders for 
pee maintenance, and _ oper- 





ating materials for use before | 


| June 30, when the order expires. 
|The order now makes available 
| for this period an A-2 rating for 
emergency repair materials and 
an A-3 rating for normal repair, 
maintenance, and operating ma- 


terials for plants, producing or | 


| processing dairy products. 


to the effect | 


transfer from one location to an- | 
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Plus a 60% Profit! 


Your customers will gladly pay you 5¢ 
each for these valuable “Metal Cutting” 
booklets---20 liberally illustrated pages, 
packed with helpful hints on selection, 
use and care of hand and power hack saw 
blades, frames and band saws, Already it 
has been advertised for three months in 
national magazines with a total circula- 
tion of 114 million—for 10¢ by mail, or 
5¢ at hardware stores. 


You have 
nothing to lose, 
big booklet, 
blade and frame 
profits to gain. 
Send in the cou- 
pon now. 


Get this free ‘Metal Cutting Merchan- 
diser” consisting of twelve booklets 
packed in this three-color display. 


Every booklet you sell helps your cus- 
tomers get more satisfaction from the 
blades and frames you sell—tells them 
why STAR Blades and Frames are best. 


CLEMSON BROS., INC. 


Middletown + New York 





Clemson Bros., Inc. 
Middletown, N. Y. 
Send absolutely free displays, each with twelve 
"Metal Cutting” booklets for me to sell at 5¢ each. 

Name — e : oo 
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WINDOW SCRE 
COMMAND IT 
WITH THEIR EXTRA VALUE 


The popular National window screens, 
through their sturdy features and fine 
quality, continue to give EXTRA value 
. . » value which is readily appreciated 


by even your hardest-to-sell customers. 


ASK YOUR JOBBER about the complete 
line of these value-plus screen doors. window 
screens and ventilators. A wide variety of styles. 
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SCREEN DOORS 
WINDOW SCREENS 
VENTILATORS 














USE THIS 
COUPON 


NATIONAL SCREEN CO., INC. 
Suffolk, Virginia 


Please send us a copy of your 1942 catalog show- 
ing the complete line of National Screen Doors 
indow Screens and Ventilators 


NEW YORK OFFICE: 200 Fifth Avenue 
Southern Selling Agents 


PETERSON & LOWE, 22 Light St., Baltimore, .. 
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RIGRITIES 


ND WAR-TIME ORDERS 
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RATED HOUSING GETS 


METAL WINDOWS 


Bureau 
AGE) 


(Washington 
of HARDWAKE 
Limitation Order L-77 on metal 
windows has been amended to 
permit the manufacture of base- 
ment windows and _residential- 
type casements for use in certain 
rated housing projects. 
The amendment, effective April 


28, authorizes the manufacture of | 


metal windows composed wholly 


-/of materials in a manufacturer’s 


inventory prior to March 25 for 
use in a project to which a pref- 
erence rating has been assigned 
by Order P-55 (Defense Hous- 
ing), Order P-19-d (Publicly 
Financed Housing) or Order P- 
110 (Remodeling of Houses in a 
Defense Area). 


use in a rated project. The pro- 
vision of the original order which 
permitted the manufacture of any 
metal window to fill an orde: 
with an A-2 or higher rating is 
continued by the amendment. 
After May 1, deliveries of ma- 
terial for the manufacture of 
metal windows may not be made 
except under the Production Re- 


| quirements Plan. 


Sale and delivery of metal 
windows is permitted only for 


| the following” purposes: 


1. On an order or contract 


|rated A-10 or higher. 


2. Until May 31 sale and de- 
livery is permitted on orders re 


| ceived on or before March 25, 


This is permitted whether or | 


not the preference 
extended to the order or 
contract for the purchase of the 
metal windows. 

The amendment permits 
the manufacture until May 15 
of any metal window pursuant to 
received before 
if the is for 


been 


also 


on or 
window 


an order 
Mareh 25, 


rating has | 


if the window is for use in a 
rated project. 

3. For use in a project to which 
a preference rating has been as- 
signed by the three Housing 
Orders mentioned above. 

4. Any manufacturer or dis- 
tributor may sell and deliver any 
metal window to any other manu- 


facturer or distributor. 


Gas Cooking Stove Sales 
Require A-10 Rating or Higher 


' 

Gas cooking stoves are subject 
to the terms of Limitation Order 
No. L-79, covering sales and de- | 
liveries of plumbing and heating 
equipment. Gas ranges are cov- 
ered by paragraph (1) of the 
definitions contained in the order. 
This definition reads as follows: 

**Plumbing equipment’ means 
any equipment, fixture, fitting, 


| pipe, or accessory of a type used | 


| ‘plumbing equipment’ 





in, or connected to, a water, sew- 
provided, that 
dees not 


er, or gas system; 


tool for use in in- | 


or any hose, | 


include any 
stallation or repair, 
sprinkler or other device of a| 
type commonly attached to an | 
outdoor faucet.” 

Gas cooking stoves, and other 
plumbing and heating items cov- 


| order L-42. 


tributors or manufacturers in ac 
cordance with the provisions of 
the order. 


HOT WATER TANK 
SIZES LIMITED 


Storage tanks for hot water 
heaters of the type used in most 
homes will be manufactured only 
in 20, 30, and 40 gal. sizes after 
May 15 as a result of WBP 
simplification schedule No. 9 to 
This schedule covers 
direct fired gas storage water 
heaters and eliminates all models 
requiring more than one flue. The 
use of metal jackets as well as 
brass and copper cold water inlet 
pipe containing copper or brass 
is prohibited. Another schedule, 


ered by the order, may not be| No. 8, to the order requires the 
sold except on orders bearing | simplification of vacuum and va- 


or to other retailers, jobbers, dis- 


| A-10 or better preference ratings, | por heating specialties after June 
15. 
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Restrictions Lifted 


On Small Fluorescent 


‘Washington Bureau 
of HARDWARP AGE) 

The War Production Board has 
mended Limitation Order No. 
L.-78 on fluorescent lighting fix- 
ures, to ease the restrictions on 
production and sale of small fix- 
tures and to set a definite closing 
date on the manufacture of other 
types. 

The original order required 
that production of all fixtures 
end on April 22, except for cer- 
tain rated orders and fixtures in 
process of manufacture. Amend- 
ment No. 1 allows the manufac- 
ture without restriction of fix- 
tures with a lamp capacity of 30 
watts or less if the materials were 
ordered on or before April 2 and 
actually on hand by April 20. 


The small fluorescent fixtures | 


may also be manufactured if the 
materials to be incorporated into 


Ligh * 7 
ting Units 
them are acquired under-an A-2 
preference rating or under any 
rating assigned under the Pro- 
duction Requirements Plan. The 
original order allowed producers 
to complete the manufacture of 
fixtures on which work had be- 
gun. The amendment revokes 
this provision and bars the manu- 
facture after May 16 of fixtures 
with a lamp capacity of more 
than 30 watts, except for orders 
bearing an A-2 or better prefer- 
ence rating. 

Under the terms of the original 
order, no fluorescent lighting fix- 
ture could be sold or delivered 
after June 1, except on orders 
bearing a preference rating of 
4-2 or better, or for purposes of 
maintenance and _ repair. The 

| amendment allows the unre:trict- 
ed sale of the small fixtures and 
of cold cathode thigh voltage) 
| fluorescent lighting fixtures. 


Stock Freeze Put 
On Electric Ranges 


All stocks of domestic electric | electric range except on a prefer- 
ranges in the hands of manufac-| ence rating of A-9 or higher, or 


turers, distributors and _ retailers 
were frozen on May 2 by Order 
L.-23-b to make existing stocks 
and future production available 
for new defense housing, Army 
ind Navy and Lend-Lease orders 
only. After June 1 production 
ceases except for the latter men- 
tioned categories. Ranges actu- 
ally in transit on May 2 may be 
delivered. 

The Order forbids the sale, 





lease or transfer of any domestic | 


by special authorization by the 
director of industry operations. 
After June 1 no domestic electric 
ranges may be produced except 
to fill orders bearing a preference 
rating of A-10 or higher. 

A “domestic electric range” is 
defined as any range or cooking 
stove for home use with electric 
heating elements and total rated 
wattage of 21% kilowatts or over. 
No limitation is placed by the 
order on the manufacture or as- 
sembly of replacement parts. 


May 31 Is New Deadline for Use 


of Metals 


The War Production Board has 
extended by 39 days the period 
in which metal, metal parts, lamp 
cords, and silk may be used in 
the manufacture of 
lamps and lamp shades. Such 


materials must have been fabri- | 


cated or in semi-fabricated form 
in the inventory of the manufac- 
turer or his supplier prior to 
March 23, 1942. Under the orig- 
inal order (1-33) none of these 


portable 


in Lamp Manufacture 


April 22. The extension to May 
| 31, 1942, was granted in Amend- 
| ment No. | to the order to permit 
manufacturers and suppliers to 
use up fabricated and semi-fabri- 
cated parts. 

A manufacturer may not pro- 
| duce during May more lamps or 
| shades than 50 per cent of his 
| total quota for May and June, 

which was fixed in the original 


order at 60 per cent of the 1940 | 


materials could he used after | rate. 
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Mckinney 





Hardware 





and the Warbirds 


At Randolph Field . . . March Field . . . Selfridge 
Field . . 
their nests 


where Uncle Sam's warbirds have 

you'll find buildings equipped 
with McKinney Hardware. Builders everywhere 
realize the advantage of McKinney's greater 
durability, adaptability, and ease of installation. 
They realize, too, the advantage of equipping 
buildings with hardware which not only meets 
today’s stringent requirements, but adds the plus 
of good appearance and engineering, developed 
through 75 years of quality hardware manu- 
facture. Now is the time to talk McKinney and 
display McKinney to build customers 


for tomorrow. 

















Improved  - 


DeanCOY 
Inflates 








Weight... 4 oz. 
Carry in pockets... 


One puff inflates... 
through beak ... No 
complicated valves. 


Fast colors in latex 
«++ never need re- 
paint... 


Small packet of 12 
DeanCOYS .. . 3 Ibs. 
Sack of 12 old style 
decoys, about 27 Ibs. 





Buy War Bonds and Stamps! 


Collapsible Latex “Decoys 








Made from Pure Latex, 
bought and processed 
before the rubber shortage. 


Limited Quantity Still Available 


...NO MORE 


When These are Gone! 


DeanCOYS met a wide- 
spread, popular demand last 
season, when introduced. 
Anticipating 1942 needs, we 
bought and processed a sup- 
ply of pure latex, from which 
our present stock is now pro- 
duced. 

When this stock is gone, 
no more DeanCOYS will be 
available until the war emer- 
gency ends. You can get a 
stock by ordering NOW. 


New, Improved 1942 Design 
Genuine DeanCOYS (not to be con- 
fused with ordinary inflated decoys) 
overcome all disadvantages of old 
style decoys. One man can carry 6 
dozen in a handbag or pockets. 
Users say they attract more game 
than live decoys. Never any water- 
logging. No repainting; colors are 
ingrained. DeanCOYS last for years, 
with proper care. 


* Get Your Share of 
Fast Selling DeanCOYS 


Circumstances bring you this QUICK 
PROFIT opportunity — one that is 
rarely available. You can’t OVER- 
STOCK because DeanCOYS store 
well—but we reserve the right to 
ration orders equitably, in various 
sections of the country. Advise us 
how large a stock you would like 
to have. 
DeanCOYS are packed in cartons of 
12, large mallards assorted, 8 drakes, 
4 hens. Retail at $15 a dozen. 

WE RECOMMEND THAT YOU 

ORDER IMMEDIATELY 


WUCCER MPG £0 


North Kansas City, Me, 










| than one year and seven months | 
in which Federal price control | 





PRIGRITIES 


| AND WAR-TIME ORDERS 


* 


x * 


OPA Issues Index 
Of Price Rulings 


Issuance of an indexed digest | 


of all public announcements 
made by the Office of Price Ad- 
ministration and its predecessors 
over the period of slightly more 


activities were carried out under 
executive orders of President 
Roosevelt has been announced 
by OPA Administrator Leon 


| Henderson. 


The digest—a 127-page booklet 


| titled “Federal Price Control”— 
| covers the period from July 1, 
| 1940, when Mr. Henderson was 


acting as Price Stabilization Com- 
missioner in the National Defense 
Advisory Commission, up to Feb- 


| ruary 11, 1942, when he took the 


oath of office as Price Adminis- 
trator under the Emergency Price 
Control Act of 1942. This latter 
date, according to the booklet’s 
foreword, “marked the end of one 


| phase of Federal price control— 


that deriving its authority from 
delegation by the President of his 
emergency powers—and the _ be- 


| ginning of another phase, based 


on the mandate of Congress as 
expressed in the Emergency Price 
Control Act of 1942.” 


Subject matter in the booklet 
}is grouped by commodities- 
ranging from “abrasives” to 
“zinc’—with separate sections 
listing addresses and statements 
by Mr. Henderson and _ other 
officials, appointments, “freeze” 
letters, and price schedules. In 
each case a digest of the subject 
of the announcement is given, to- 
gether with the code number of 
the press release and the date of 
issuance. While the preponder- 
ance of the digest’s contents deals 
with price control, the releases 
and announcements concerning 
automobile, tire, and sugar ra- 
tioning also are summarized. 

The foreword emphasizes that 
many of the press releases in- 
dexed in the booklet are no long- 
er available. However, copies of 
the formal price schedules and 
rationing regulations and their 
amendments, all of which are 
itemized in special sections, can 
be obtained from the office of 
Price Administration. 

The booklet itself is being 
placed on general sale by the 
Superintendent of Documents, 
Government Printing Office, 
Washington, D. C., at 20 cents 
per copy. 





How to Mark Prices 
On Vacuum Cleaners 


Washington Bureau 
of HARDWARE AGE 
Modification in the price labels 
on household vacuum cleaners to 
make clear that sales to the con- 
sumer at less than the maximum 
prices set by the Office of Price 
Administration are optional with 
the retailer as far as the Regula- 
tions and Orders of the Office are 
concerned, has been announced 
by Price Administrator Leon 
Henderson. In addition, the 
labels are to be worded so as to 
avoid any appearance of being in 
conflict with State minimum price 
laws. 


Amendment 2 to Maximum 
Price Regulation No. 111—New 
Household Vacuum Cleaners and 
Attachments, effective May 5, 
provides that the label shall read: 

“The maximum cash price for 
this household vacuum cleaner 
(or attachment), as established 
by the Office of Price Administra- 
tion, is $ Lower prices may 
be charged without violating any 
Regulation or Order of the Office 
of Price Administration.” 

The use of the phrase, “lower 
prices may be charged or demand- 
| ed,” in the last sentence in the 
| label is optional with the seller. 
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Steel Screen Prices | 
Upped 5 Per Cent 


(Washington Bureau 
of HARDWARE AGE) 


An increase of about 5 per 
cent over prices fixed at April 


16, 1941, levels has been allowed 
manufacturers of steel -screen | p 
cloth by OPA. An amendment to beeen 
Revised Price Schedule No. 6 | 


(Iron and Steel Products), an- 


nounced on April 22 permits in- | 
creased prices on various grades, | 
‘ rt “ ‘ | 
including 12 mesh black painted 


and 14 and 16 mesh galvanized 
steel screen cloth. 


| out mosquitoes and flies, these 
‘three grades normally represent | 


about 90 per cent of total steel 
screen cloth production. Relief | 
from ceiling prices of April 16, | 
1941, already had been granted | 
companies when _ the | 
amendment was issued. 
Permission to increase all 
manufacturers’ prices for steel 
screen cloth was held proper, 
OPA officials said, since a sub- | 
stantial portion of total output is | 
produced by companies which are | 
marginal in their over-all picture | 


| 
Used widely for household | and unable to operate under the | 
| 


window and door screens to keep | 


ceiling prices 


Frozen Food Refrigerators 
Exempt From Limitations | 


The WPB orders in the L-5 
series governing the production 
and sales of domestic mechani- 
cal refrigerators do not apply to 
a low temperature mechanical 
refrigerator designed for the 
storage of frozen foods or for the 





quick-freezing of food, when the 
low temperature compartment 





| eration. 


contains more than 75 per cent | 
of the total refrigeration space, | 
the War Production board said 
today in an amendment (No. 2) | 
to the order. Quick-freeze refrig- 
erators will be covered by an- | 
other order to be issued shortly | 
dealing with commercial refrig- | 
| 


Lawn Mower Industry Advisory Committee 


(Washington Bureau 

of HARDWARE AGE) 
The Bureau of Industry Ad- 
visory Committees today an- 
nounced the formation of a Lawn 
Mower Industry Advisory Com- 
mittee. M. D. Moore, of the Con- 
sumers Durable Goods Division, 
is Government presiding officer. 
Committee members are: P. N. 
Case, president, Blair Manufac- 





turing Co., Springfield, Mass.; 
H. M. Cooper, Cooper Mfg. Co., | 
Inc., Marshalltown, Iowa; W. C. | 
Davis, G. W. Davis Corp., Rich- | 








BINDER TWINE | 
PRODUCTION 
STEPPED UP | 


(Washington Bureau | 
of HARDWARE AGP) 
Amendment No. 5 to the Agave | 
fiber order, M-84, permits the | 
manufacture of more binder twine 
than was permitted under a pre- 
vious order. Under the amend- 
ment a manufacturer may pro- | 
duce during the 11 months end- 
ing June 30, an amount of 
binder twine which when added 
to his stocks on hand on Nov. 1, | 
1941, does not exceed 120 per | 
cent of his sales during the 12 | 
months ended Oct. 31, 1941. The ! 


mond, Ind.; K. E. Goit, Toro | 
Manufacturing Corp., Minneap- | 
olis, Minn.; H. L. Heineke, 
Heineke & Co., Springfield, Ill.; 
O. T. Jacobsen, president, Jacob- 
sen Mfg. Co., Racine, Wis.; R. C. 
Luecke, president, Milbradt Mfg. 
Co., St. Louis, Mo.; W. S. Mc- 
Guire, Dille & McGuire Mfg. Co., 
Richmond, Ind.; M. D. Perine, 
vice-president, Pennsylvania Lawn 
Mower Works, Primos, Pa., and 
W. S. Watrous, president, Whirl- 
wind Lawn Mower Co., Milwau- 


kee, Wis. 





original order, issued Feb. 20, | 
restricted such manufacture dur- 
ing the year ending July 31 to 
110 per cent of the sales during 
the year ended Oct. 31, 1941. 
The amendment also allows pro- 
duction at the 120 per cent rate 
for a four-month period begin- 
ning July 1. 

The “production year” is dif- 
ferent from the “sales year” be- 
cause the twine must be _ pro- 


|duced by June 30 to meet the 
| summer’s harvesting needs, while 


sales are not completed until th: | 
last of October. As a result, the 
binder twine industry operates 
on two different base periods. 
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FOR AMERICA 


Because the painting industry is furnishing its 
full quota of men to the armed forces of our 
country, we are short handed. Yet we've got a 
tremendous job to do. 

Homes, Factories, Farms, Defense Housing, 
War Industries — they all must be protected by 
paint. The preservation and proper care of 
America’s housing and productive structures is 
an essential part of our war effort. 

The use of Pol-mer-ik Linseed Oil — either . 
raw or boiled — is recommended. Its extra val- 
ues — the tougher, more elastic film — the more 
durable, better looking job it produces — are of 
great importance to the successful completion of 
this work. 


INCREASE YOUR PROFITS WITH POL-MER-IK IN CANS 


Beat the drum—with its mess and its losses due to drips, 
foots, leaks and over-measures. Pol-mer-ik in Cans is 
clean, attractive and time-saving. You buy a can— you 
sell a can— your profit is sure and certain. 


LINSEED OIL % Care 


POL-MER-IK IS THE EXTRA VALUE OIL 
AT NO EXTRA COST 


Pol-mer-ik Linseed Oil is 100% linseed 
oil, 10% of which has been polymer- 
ized. The polymerized oil adds definite 
qualities which make the paint brush 
out and level better so as to produce a 
better gloss, better appearance and a 
more durable, longer-lasting film. 











ARCHER -DANIELS-MIDLAND CO. 
Roanoke Building, Minneapolis, Minn. HAQ2E 
Please send me the story of Pol-mer-ik Linseed 

il in Cans. I want more profits in my linseed 
oil selling. 


aTy STATE_ 
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NCOLN 


Makes a complete line of 


LUBRICATING EQUIPMENT AND FITTINGS 


digh-Pre 8 


Pur 





The VICTORY program has placed 
added importance on the line of 
Lincoln Lubricating Equipment sold 
through hardware dealers and farm 
equipment dealers. 


Factory machinery, mill and mining 
machinery, tractors and farm imple- 
ments have bearings which must be 
properly lubricated in order to keep 
the equipment running. Now, with 
a war to be won, is no time for 
bearings to fail. Dependable lubri- 
cating equipment is required to dis- 
pense grease to bearings—and the 
Lincoln line puts you in a position to 
supply just what is needed. 


WRITE FOR CATALOG No. 71 
.- it has all the answers! 


Catalog No. 71 covers the great line 
of Lincoln KLEENSEAL Grease Guns 
and Fittings. This up-to-the-minute 
catalog makes it easier than ever for 
hardware dealers and implement 
dealers to sell Lincoln Standard Type 
"K" Grease Guns, High Pressure 
and Volume Bucket Pumps, Transfer 
Pumps, etc. This catalog also covers 
a full range of all types and sizes of 
grease fittings. 


Consult your nearest Lincoln jobber, 
or write us for details on this great 
line. 
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PRIORITIES 


AND WAR -TIME 
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INTERPRETATIONS 
PD-IX and L-63 


1—Q. Can PD-1A be used by| given on all types of supplies 


distributors? 

A. No. PD-1X must be used 
by distributors, wholesalers, job- 
retailers, pur- 
chase direct from producers. 

9 


bers, also who 
Q. Will changes in ratings 
be made in order to expedite de- 
livery to stock of certain distribu- 
tors? 

\. No. If material 
for important military needs, a 
higher rating may be passed on 
from the consumer through the 
distributor for the particular ma- 
torial The PD-1X is 


merely to assist distributors to 


is needed 


needed. 


replenish stocks of essential ma- 
terials. 


3—Q. Does the information in | 
Column C, D and E have to con- | 


with the exact material 
shown in Columns A and B, or 
can it cover a complete line? 
For example: Request is for rat- 


form 


ing on 12 doz. Files (made up, | 
but not listed, of 1 doz. 12” Half | 


Round, 3 doz. 6” Flat Mill, 6 
doz. 10° Square, and 2 doz. 8” 
Round)—should the 
Columns C, D 


values in| 
and E be the| 


values of the individual items, | 
totcled, or for all of the files | 


purchased and inventoried? 
\. Values of individual items, 
totaleds Not the total stock. 
4—Q. Can a distributor apply 
on PD-1X for a preference rat- 
ing covering brushes such as in- 


| dustrial and paint brushes? 


| dence 


A. Yes. 

>--Q. Does PD-1X Form guar- 
cntee a rating sufficient to get 
delivery of material? 

A. No. \ rating 
guarantee delivery, 
higher ratings may 
and prevent 
the lower ratings. 

6—Q. May a distributor use 
the Form PD-1X to secure a rat- 
ing on materials which he knows 


does not 
since other 
take prece- 
delivery on 


| will be sold without a rating? 


A. Yes. Ratings will probably 


| be given on certain essential ma- 
| terials, providing that the use of 


those materials will be for main- 


tenance and repair or are con-| 


sidered important for 


! civilian needs. 


QO. Will a rating always be 


War or| 


listed on Form PD-1X? 

A. No. 

8—Q. Will a uniform rating 
system be used for distributors 
of the same class? 

A. Yes. 

9—Q. What is the purpose of 
the new distributors Form PD- 
1X? 

A. PD-1X is designed to en- 
able all distributors (both whole- 
sale and retail) to maintain 
minimum working inventories of 
those articles in the specified 
types of supplies which they pur- 
chase directly from producers 
which are considered essential to 
the war effort and essential ci- 
vilian use and which cannot be 
obtained without a_ preference 
rating. 

10—Q. If a distributor did not 


| take a physical inventory as of 


December 31st, how may he fill 
in Column C on PD-1X? 

4. Latest physical inventory 
after December Ist. If he has 
not taken a physical inventory o1 
does not have a perpetual inven 
tory record, he should take a 
physical inventory if he expects 
to receive priority assistance 
under PD-1X Form. 

11-Q. Can a distributor con- 
sider one item as a department? 


A. No. One item is not con- 
sidered as a department. The 
distributor should realize the 
War Production Board needs a 
total inventory and sales on a 
department or the total of his 
entire business in order that 
they can properly consider his 
request. Applications not prop- 
erly filled out will be returned. 
Applicants should carefully fol- 
low out the instructions on the 
back of the PD-1X Form. 

12—Q. In reporting inventor) 
and sales, No. Il, (a) and (6) 
on PD-1X, should the data fur- 
nished cover only the items 
shown in III? 

A. Positively no. The figures 
shown in II are for the depart- 
ment or total business, not for 
the individual items. 

13—Q. Should distributors set 


| up a purchases record system? 


A. Yes. It will assist the dis- 
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tributer in filing PD-1X applica 
tions. ~ 

14—Q. Is there any minimum 
igure on the dollar volume of 
business which a_ distributor 
must do before he may make ap- 
plication on Form PD-1X? 

\. No, the distributor who 
purchases his supplies from a 
producer may use the PD-1X for 


| Application Form PD-1X. In 


mentary information in his pos- 
session that will indicate the 
essentiality of his business. He 
may also indicate when his re- 
quirements are based upon sea- 
sonal demands. 

23—Q. May a retailer apply 


for ratings on materials on PD- 





the allowable materials regard- 
less of his dollar volume of busi- 


liess. 


13—Q. May the PD-1X Form 
be reproduced? 


1X? 
A. Yes, but only for materials 
which he has customarily pur- 


| chased from a producer. 


24—Q. What should an appli- 


‘ 4 pa 
\. The official PD-1X Form | cant indicate under department 


may be reproduced, but only in 
its entirety. The same size and | 
form shall be maintained. 

16—Q. Should a_ distributor 
yet up a perpetual inventory? 

A. It is not necessary. 

17—Q. May a distributor ap- 
ply for priority assistance on 
products which have never been | 
carried in stock? 

\. Generally speaking, no 
priority assistance will be given. 
However, special cases will re- | 
ceive consideration from the 
W PB. 

18—Q. Can a distributor ap- 
ply the rating authorized by the 
PD-1X Certificate to more than | 
one purchase order? 


| if he is giving his total over-all 


business under Il, A. & B. on 
PD-1X Application? 

A. He should indicate type of 
supplies. Example: Electrical; 
and confine his application to 
electrical supplies, filing a sepa- 
rate report for other types of 
supplies. 

25—Q. In any cases, will the 
| selling and re-selling of certain 
materials (on which rating is 
allowed on Form PD-1X) be re- 
| stricted to rated orders? 

A. Critical items may be so 
restricted. 

26—Q. Will the PD-1X be ex- 
pected to cover all of the dis- 
tributors requirements for pri- 


\. Ratings assigned for speci- | ority assistance? 


fied quantities of materials may | 
he applied to any number of | 
purchase orders placed with dif- | 
ferent suppliers, provided that | 
the total quantity of material 
ordered for which the rating is | 
applied 4s not greater than the 
total amount authorized. 


19—Q. Are fittings for repair | 
und maintenance of domestic and 
commercial gas appliances in- | 
cluded under Plumbing and | 
Heating Supplies? For Indus- | 
trial Appliances under Industrial | 
Supplies? 

A. Yes. 


20—Q. How may the rating | 
ussigned on PD-1X be extended? | 

\. By endorsement as _indi- | 
cated on reverse side of the | 
Form. 

21—Q. If a distributor desires | 
capital equipment for use in his 
own place of business, should he | 
use Form PD-1X? 

\. Yes. In this case he lists 
the quantity and description oki 
material needed, giving in Sec- | 
tion IV complete information on | 
the reason for the request. A | 
distributor should not request 
items which are “frozen” or allo- 
cated, such as tires, trucks, and 
certain types of office equipment. 

22—Q. What information will 
the distributor be required to | 
furnish on his PD-1X Applica- | 
tion? | 

A. The distributors will be re- | 
quired to furnish all information 
indicated in parts II and III of | 
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A. No, the distributor should 
extend as many ratings as pos- 
sible to his suppliers by indi- 
vidual extension or by “basket- 
ing.” The PD-1X Application 
is intended only to enable the 
Supplier to regain an inventory 
position on materials that have 
been sold on non-extendable rat- 
ings or on unrated sales essential 
for civilian use. 

27—Q. What are some of the 
items which will not be rated or 
considered under PD-1X? 

A. Machine tools, cutting tools 
(under E-2-a), steel products 
under M-2Ib, ete., automobile 
replacement parts. 

28—Q. Can the rating as- 
signed under PD-1X be applied 
to old stock orders that are un- 
rated? 

A. Yes. 

29—Q. May a distributor, job- 
ber, or wholesaler of other types 
of supplies than those listed on 


the Form apply for priority as- | 


sistance on Form PD-1X? 

A. Yes, providing that the 
material is of the same general 
type as that shown on the Form. 

30—Q. Should an applicant 
filing a PD-1X be thoroughly 
familiar with Suppliers’ Inven- 
tory Limitation Order L-63? 

A. Absolutely. In signing 
Form PD-1X the applicant certi- 
fies he is not violating the pro- 
visions of L-63. 

31—Q. Will Form PD-1X 


make it unnecessary for a dis- 


| 


Part IV he may state any supple- | 








PROFITS!! 


UNLIMITED RETURNS 
Possible Year After Year 
FROM RENTALS 
With 


HOLT FLOOR MACHINES 


A PERFECT RENTAL COMBINATION 
FOR HARD CONTINUOUS SERVICE 


Fastest, Cleanest-Operating 
Sander Made 


This new Holt Sander will please the most 
fastidious home owner and contractor alike. 
It is built for fast, hard and continuous ren- 
Y tal service and features the new exclusive 





= demountable drum cushion, with over-size 
Senior Whirlwind vacuum, all moving parts equipped with 
Sander grease-sealed ball bearings. 


A Master of One Hundred Jobs 


The HORIZONTAL construction eliminates 
the old headaches caused by failure of 
motor and various troubles that owners of 
the UPRIGHT MODEL have experienced. 
These imperfections are absolutely solved 
by the new HORIZONTAL construction. 
Unquestionably trouble free and foolproof. 





Horizontal Rotary 
Edger EZA 77 


Absolutely Silent Drive 


This polishing machine guarantees you re- 
peat rentals. It is built for trouble-free ser- 
vice and will satisfy the contractor as well 
as the home owner. It will scrub and sand 
as well as polish. Sixty pounds in weight 
gives you an idea of its efficiency. 





Model SCHA-1I2 


BUY NOW WHILE AVAILABLE 


The Greatest Name in Sanding Machines 
Thousands in Use 
WITH REVOLUTIONARY NEW 
PATENTED INSTANT CHANGE 
SPONGE RUBBER DRUM COVER 








Exclusive Eliminates 
Patented Old Methods 
Instant Of Costly 
Change Labor 
Sponge and 

Rubber Waiting 
Drum For 

Cover Repairs 











(One of the 158 HOLT Patents and Claims) 


Write For Details How To Change Over 
Your Old Machine 





Western Eastern Office 
Factory & Sales and Sales 
Divisions Division 
255 Twelfth 8t., 228 Jelliff Ave., 
Oakland, Calif. Newark, N. J. 
U. 8. A. U.S.A. 















Cate Phe | 
GRAND GAS RANGES 
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Grand’s many features were 
not only designed for sales 


appeal... they were engineered to give the consumer supe- 
rior gas range service. The result is that Grand’s many 
practical features do sell the range. Econo-speed burners 
guaranteed for life, extra storage capacity . . . and dozens 
more that make selling easier, quicker and more profitable. 


Grand’s Exclusive SAFE-TEE-KEE 


& 


Here's protection against the accidental turning on 
of burners . . . and a real fuel conservation aid. The 
handy removable key locks off the gas supply when 
range is not in use. Gas can't escape or burn need- 
lessly. Appeals especially to customers who have 
small children. 


Grand’s Exclusive SAFETY OVEN PILOT 


\ Can't be blown out by drafts. Made of cast 
wy ws iron, placed to maintain 100% efficiency. 
: Provides automatic oven lighting with a 
long life of service and the assurance of ex- 

tra kitchen safety. 


Grand Gas Ranges 


DIVISION OF THE CLEVELAND CO-OPERATIVE STOVE CO. CLEVELAND, OHIO 
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PRIORITIES 


AND WAR-TIME ORDERS 


= 2 2 


tributor to extend ratings which 
he has received? 

A. No. Distributors must con- 
tinue to extend ratings for the 
replacement of stock. 

32—Q. Wiil a distributor be 
given full assistance on PD-1X 
if his total inventory under 
Column II is in excess of limi- 
tations under L-63? 


A. No. His request will be 
considerably cut down and as- 
sistance refused entirely on 
many critical items until such 
times as his total inventory is 
within the limitations of L-63. 

33—Q. What action, if any, 
will be taken against distribu- 
tors, jobbers, wholesalers if they 
accept merchandise placed on 


| orders months before Limitation 


orders 


Order 


pated? 


L-63 was even antici- 

A. L-63 does not give any con- 
sideration as to when an order is 
placed. It is strictly a limita- 
tion of a distributor’s inventory. 
If the distributor has old stock 
entered with producers 
and the receipt of same will in- 
crease his 
either 


inventory, he must 
cancel or defer the de- 
livery of those orders. 

34—Q. What limitation is 
there on the quantities of ma- 
terial for which the distributor 
may request priority assistance 
on his PD-1X Applications? 

A. The quantities of material 
the distributor may obtain by 
the use of PD-1X plus the quan- 
tities he has on hand and the 
quantities he desires without use 
of the PD-1X certificate must not 
exceed the inventory restrictions 
imposed by Limitation Order 
L-63. 

35—Q. Do the inventory limi- 


| tations in Order L-63 cover indi- 


vidual items.or over-all? 

A. Over-all. Not 
items. 

36—Q. A distributor of plumb- 
ing and heating supplies also 
does incidental sheet metal, 
roofing and furnace repair work. 
Will such a distributor qualify 
on PD-1X? (Will such a dis- 
tributor be eligible to apply on 
PD-1X for his plumbing and 
heating supplies alone? 
Order L-63 limit his inventories 


individual 


| of plumbing and heating sup- 


plies? 

A. PD-1X assistance will only 
be given on the materials he re- 
sells without change of form. 
L-63 similarly applies only to 


Does | 


the items in which he deals as 
distributor. 

37—Q. Does Limitation Order 
L-63 apply only to those using 
PD-1X? 

A. L-63 applies to all persons 
stocking the types of supplies 
listed under Order L-63, whether 
or not they use PD-1X for assist 
ance. 

38—Q. Does L-63 apply to 
chain Distributing Wholesale 
Houses? Is it intended that 
L-63 regulations should pertain 
to the individutl branch ware- 
house or does it apply to the 
complete inventory as a whole? 

A. Suppliers’ Limitation Order 
L-63 applies to individual branch 
stores and warehouses as though 
they were individual companies. 

39—Q. Are radios, floor lamps. 
electrical washing machines, 
toaster, etc., under L-63? 

A. Yes. 

40—Q. What is a sale under 
L-63? 

A. “Sales” means sales from 
stock including consigned stocks 
and excluding direct shipments. 

41—Q. Are items purchased 
on preference ratings, being held 
in stock for customer’s call, to be 
combined with the inventory of 
supplies controlled by Order 
L-63? 

A. Yes. 

42—Q. On Form PD-336 are 
“sales” to be considered at cost 
prices or cash selling prices? 

A. Cash selling prices. 

43—Q. If a jobber qualifies 
under the seasonal sales require- 
ments, can he purchase under 
L-63 those goods now and store 
them until the season arrives, or 
must he purchase them when the 
season arrives? 

A. He may purchase and store 
seasonal goods in advance of the 
season on two conditions: 

1. That he makes his purchases 
in the same season in which he 
made like purchase in the previ 
ous year, and 

2. That the amount of 
purchase shall not exceed the 
amount he purchased in the peak 
period, not to exceed 90 days. 
of the comparable period of th 
previous year. 

44—Q. Does L-63 apply to a 
distributor if any one type of 
supplies in his inventory exceeds, 
at cost, $10,000 even though his 
total inventory is less than $20- 
000 taken at cost? 

A. If any one type of supplies 
is in excess of $10,000 the dis 


such 
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tributor is subject to Order L-63 
even though his total inventory 
is less than $20,000. 

45—Q. May the 
ucts under Supplementary Order 
VW-21-B be eliminated from in- 
figures in 
maximum permissible level under 
L-63? 

A. Yes, steel products listed in 
Schedules A and B of Order 
M-21-B may be excluded from 
the provisions of Order L-63. 

16—Q. What should distribu- 
tors do whose inventories exceed 
limitation of Order L-63? 

A. They should tcke 


diate steps to either cancel orders 


steel prod- 


ventory computing 


imme- 


or defer deliveries, the receipt of 
which would 
ventories or not allow 


increase their in- 
them to 
decrease their inventories to get 
within the terms of the Order. 
Furthermore, the 


should examine his 


distributor 
stocks for 
slow-moving and dead items and 
take steps either with his sources 
of supply or any other persons 
to relieve himself of those ma- 
terials and put them into the 
hands of people who can imme- 
diately get them into the War 
Effort. He should also set up a 
purchasing system that will allow 
him to judge his purchases in 
such a manner as to keep slow- 





moving items at a minimum. 
47—Q. L-63 forbids a distrib- 
utor in the Eastern Time Zone 
hand than a 
two months’ supply of certain 


to have on more 


items. Suppose another order is 


issued granting only a_ one 
month’s inventory as to certain 
of these items. May the dis- 
tributor maintain a two months’ 
inventory? 

A. No. The provisions of the 


more restrictive orders apply. 





A supplier may accept delivery 
of specific items of supplies 
when his stock of all items in 
the aggregate exceeds, or will by 
virtue of such acceptance exceed, 
his maximum. permissible inven- 


tory, but only to the extent nec- | 
essary to bring such supplier's | 
inventory of those specific items | 


(owned or consigned to him) up 
to a total dollar volume equal 
to the sales of such items shipped 
from such supplier’s inventories 
during the preceding month. 








AUTO BATTERY 
PRODUCTION 
CURTAILED 
Order L-4-b, issued April 25th, 


| 


sharply curtails the manufacture | 


of storage batteries for passenger 
automobiles and light trucks. The 
order: 

Prohibits the 
these batteries after April 30 ex- 
cept in specified minimum am- 
capacities, thereby 
reducing the number of sizes and 


pere hour 
models now being produced from 
about 75 to only 15. 

each 


Curtails production by 


manufacturer during the — six 


| sold by him in the corresponding 


period of 1941. 


Orders retailers to cease selling 
or delivering after April 30 any 
new replacement battery to any 
purchaser unle:s the purchaser 
turns in a used battery at the 


| time of the transaction. 


production of | 


months ending Sept. 30 to 75 per | 


Places rigid restrictions on in- 
ventories of producers, jobbers, 
warehouses and retailers in order 
to avoid tying-up critical mate- 
rial:. No manufacturer will be 
permitted to have in stock on the 
first of any month, a number of 
batteries in excess of the number 
he sold during the 60-day period 


in 1941 which corresponds to the | 
cent of the number of batteries | 60-day period after the inventory 


date. Jobbers, warehouses and 
retailers are limited to a 45-day 
supply. 


DELIVERY DATES 
REQUIRED ON 
PRIORITY APPLICATIONS 


All applications for priority 
assistance which do not specify 
a required delivery date will 
hereafter be returned to the ap- 
plicant by the War Production 
Board, it has been announced by 
bs Director of 


Industry Operations. 


Knowlson, 


Priorities Regulation No. 1 as 
amended requires every applicant 
for priority assistance to specify 
in his application the latest date 
on which the items in connec 
tion with which priority assis- 
tance is requested can be deliv- 
ered to him to meet his contract 
obligations or production sched- 
ules. Nevertheless, many appli- 
cants, especially those submitting 
individual applications on PD-1A 
forms, have been specifying “im- 
mediately” or “at once” instead 
of filling in a definite delivery 





date. Hereafter, no such applica- 
| tions will be considered until an 
exact delivery date has been filled 
in. 


Champions for Defense Housing 
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pions. 


you bid Defense 
Housing, or other pri- 
ority business, you will 
find it an advantage 
to consider Cham- 


Champion line. When 










steel, 3°' 

















THE CHAMPION 


GENEVA, OHIO 
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Just as these Champion Mail Box Plates meet Government specifications — 
Critical List, effective February 24, 1942 —so do many other numbers in the 





Letter Slots—Spring type, wrought 
x 10°', opening 1'/2"" x 
72'', Champion No. 9150. 


Gravity type, wrought steel, 3"' x 
10°", opening 1'/2"' x 7¥2"', 
pion No. 9170. 


SECTION 2923 
Buy Defense Bonds 


HARDWARE COMPANY 
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51 Murray Street, NEW YORK, N. Y. 














In any language, quality means 























economy. R/M Woven Glass Wicks are 
the bright leader in quality wicking. 
They light up quickly, turn out com- 
pletely, without fuss or smelly fumes. 
With better combustion, they gather 
such a little bit of soft carbon that it 
can be wiped away with a cloth. They 
make a stove perform better, get more 
out of the fuel. They say “good-bye” to 
cat-eared, uneven flame. Customers 
“go” for them, and come back for 
them. Packed in 5'2- or 6-foot lengths, 
in attractive blue-and-grey boxes; also 
in 100-foot rolls in dispenser-cartons. 
Sell the pick o’ the wicks, R/M. Ask 


your jobber. 





INDUSTRIAL SALES DIV 


RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA 


IS!'tON 


NORTH CHARLESTON, S 





HENRY B. HALL, Far- 
well. Ozmun, Kirk & Co.. Inc.. 
St. Paul, Minn.. 
hardware distributors. is 67 
years of age and on April 15 
completed a half century in 
the hardware business, all of 
which was spent with the same 
firm. Mr. Hall was born on 
Aug. 16, 1874, in St. Paul and 
has spent his entire life in 
that city. He first became as- 
sociated with Farwell, Ozmun. 
Kirk & Co., Inc., in 1892 as an 
office boy and worked up 
through the various depart- 
ments to his present position 
of secretary and buyer of 
tools, shelf hardware. bolts: 
wagon hardware and numerous unclassified lines. He has 
always been in the house and has never traveled on the 


wholesa le 





HENRY B. HALL 
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road. Mr. Hall is an elder in the Presbyterian Church. 
a member of the St. Paul Athletic Club, the Automobile 
Club and the Minnesota Geological Society. He is inter- 
ested in gardening and has a homeworkshop. In recent 
years geology and archeology have taken the place of 
golf and horseback riding as his favorite forms of ree- 


reation. 


AUGUST PAHL, man- 
ager of the industrial division 
of the Masback Hardware Co.. 
Inc.. New York City, whole- 
sale hardware distributors. 
has been identified with the 
hardware business for well 
over half a century. Mr. 
Pahl’s first business connec- 
tion was with Hammacher. 
Schlemmer & Co.. New York 
City, and began when he was 
a boy. In 1925. Hammacher. 
Schlemmer & Co.. on the occa- 
sion of its 75th anniversary, 
published a booklet entitled 
“Seventy-Five Years of Con- 

AUGUST PAHL stant Growth” in which was 

an item which said in part: 

“August Pahl grew up with Hammacher, Schlemmer & 
Co. . . . he started his career as an office boy. When it 





is said he ‘grew up’ with the company it is to be inter- 
preted naturally as well as literally. He kept pace in 
promotions with the rapid progress which the company 
has made, until today he is vice-president. having been 
elected to that office in 1917. In addition to being a 
director of the company. he has control of the purchas- 
ing of the general hardware. tools and supplies.” On 
February 1, 1939, Hammacher, Schlemmer & Co. dis- 
continued its wholesale hardware. tool and mill supply 
division. Mr. Pahl took over the division and became 
associated with the Masback Hardware Co.. Inc. Mr. 
Pahl, who has a host of friends in the hardware business. 
is a charter member of the Purchasing Agents Associa- 
tion of New York and was for many years a member of 
the board of governors of the New York Hardware Club. 
His hobbies are hardware and tools and their uses. 


RUFUS D. HOCKING, head 
of R. D. Hocking’s Sons, Chi- 
cago. Ill. celebrated his 73rd 
birthday on Nov. 3 and his 55th 
anniversary in the hardware busi- 
ness on New Year’s Day. Mr. 
Hocking was born in 1868 and 
on Jan. 1. 1887, became identi- 
hed with his father of S. Hock- 
ing & Co. of Mineral Point, Wis. 
He remained there until March 
24, 1892. when he opened his 
own business in Chicago. The 
store is on 69th Street and is across the street from the 
original location. Mr. Hocking states that he has never 
held public office and has no hobbies. 





R. D. HOCKING 
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WRITE FOR STORE FRONT BOOKLET 


Zouri Store Fronts, Niles, Michigan 





—-T0 BOOST 
FUTURE PROFITS! 


Right now is the time to make definite 


plans, take definite steps to boost future 
earnings and profits. Install a new 
ZOURI Store Front! It's a sound invest- 
ment that attracts attention, pulls people 
in, builds business in any location. And 
it will safeguard your competitive posi- 
tion for many years to come. Learn all 
about the many ZOURI features —such 
as rustless metal sash with its safe, se- 


cure cushion grip on show window glass. 


—while most Zouri dealers 

Pa ly! still have ample stocks on 

o hand. Send coupon below! 

(nl || 0 





























UW ) Yu I] STORE 
FRONTS 


Rush my copy of the new illustrated booklet on Zouri Store Fronts 
HA-5 
NAME 


ADDRESS 


r re : : a 
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No. 401 








No. 240 


Particularly recommended for 
public buildings, schools, hos- 





FOR HOUSES COSTING 
FROM $3500 TO $5000 
An all-mirror 
trieally equipped cabinet with 
Colonial lights. 

No. 406 

FOR THE $5000 HOUSE 


Equipped with demi-tubular 
light bracket, light 
and electric 


By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


* 


THE FOLLOWING’ STATE- 
MENT by David R. Craig, president 
of American Retail Federation was 
made to Harpware AcE on the sub- 
ject of the general price freeze: 

“The blanket ceiling on prices an- 
nounced by the President and the OPA 
represents the government's first step 
to check inflation. There is no doubt 
that retailers will try to comply fully 
with the terms of the order. 

“Retailers have urged from the be- 
ginning that any program designed to 
spike inflationary forces must provide 
adequate controls over all the inflation- 
ary elements. The imposition of a price 
ceiling alone has not eliminated the in- 
flationary menace to any considerable 
extent. Until the billions of 
spendable purchasing power are taken 
out of the market through taxation or 
savings, and until farm prices and 
wages are brought under control, the 
President's program to halt rising living 


excess 


dormitories and office 


Write for Catalog. 


MiAMI 


front, elec- 





Regardless of the price class, Miami 
quality, more alluring beauty, more convenience features. And | 
because this is true, more families are enjoying the luxury of | 
Miami Cabinets than any other metal bathroom cabinet built. 





costs will not be achieved. And control 
over all the economic factors should be 
imposed without delay.” 

x * * 


ECONOMISTS SAY that the first 
world war cost the American people in 
inflated values approximately $13,500,- 
000,000, and OPA says that price rises 
since August, 1939, have already cost 
the country $35,000,000,000. 


Low-Cost Homes 
FIND THE ANSWER TO 
BATHROOM BEAUTY and UTILITY 


“ MIAMI 


Miami produces beautiful and distinctive cabinets that 
are correct in size and price for low-cost homes. 
These models are just as outstanding, price for price, 
as Miami's finer creations. 


CABINETS and 
ACCESSORIES | 


Cabinets offer superior 


Whatever your customers’ bathroom cabinet problems—whether 
for public or private housing, for cottage or mansion—you'll | 
find the better solution among MIAMI’s 140 lovely models. 
Address Dept. HA. 


CABINET DIVISION 
The Philip Carey Mfg. Co. 
MIDDLETOWN, 


OHIO 


No. 404 


FOR THE 
$3500 HOUSE 


An inexpensive 
recessed cabi- 
net, designed 
for the ex- 
tremely low - 
cost home, cot- 
tage or sum- 
mer bungalow. 

mirror is 
set in a steel, 
white enameled 
frame. 











THE GENERAL PRICE 
FREEZE announced by Leon Hender- 
son, OPA Price Administrator, is an 
attempt to put up a dike to stem the 
flood of increased buying power with 
less consumer goods available for pur- 
chase resulting in inflated currency. The 
theory of inflation is that the scarcity 
of goods will force prices up, and if 
commodity prices rise, wages are bound 


to follow. 
x * * 


THERE ARE 1,900,000 retail es- 
tablishments in the United States which 
will be affected by the price order. One 
of the difficulties of the small merchant 
will be to find out just what his March 
prices were in order to keep within the 
“ceiling”. Many firms, so small that 
they do not keep books, and do not 
even have inventory control, will be un- 
able to tell what correct prices should 
be. 


x wk 


ONE VERY INTERESTING 
FEATURE of the new regulation is 
the fact that with the effective date of 
the order all wholesalers and retailers 
are automatically licensed to do busi- 
ness. Price violation will be a cause of 
removal of the right to do business. 


xk *& 
MR. HENDERSON SAID that the 


goal of OPA is to reduce consumer buy- 
ing to the levels of 1932 which he 
thought would be accomplished by the 
end of next year, with 1935 levels 
reached by the end of 1942. Ration- 
ing, of course, is the instrument by 
which OPA will control consumer goods 
supply. 
x kk 


THE PRICE ORGANIZATION 
will be composed of the OPA in Wash- 
ington, and the regional and district 
offices in the field, assisted by the state 
and local offices. There will be nearly 
10,000 local boards which Mr. Hender- 
son called “committees of neighbors.” 
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ADJUSTMENTS IN PRICES 
- will be made by Washington, but com- 
plaints may be received by the regional 
and district offices. The state offices will 
now have price duties as well as ration- 
ing powers. Local boards will devote 
themselves to rationing. 
x * * 
BECAUSE WHOLESALE 
PRICES HAVE RISEN 31 per cent 
and retail prices only 25 per cent since 
September, 1939, the advantage in the 
freeze seems to be with the wholesaler. 
Some retailers who were appealed to 
by Henderson some time back not to 
participate in the general price rise, 
feel let down by the way things have 
taken shape. Retailers in this class 
claim that already they cannot replace 
goods they are now selling 7 to 9 per 
cent below current wholesale levels. 
x * k 


MR. HENDERSON SAID that it 
might be that wholesale prices would 
have to be “rolled back” to preserve a 
fair balance between wholesalers and 
retailers, but he further added that re- 
tailers would be expected to absorb the 
losses, in most cases. 

x * * 


OPA SAYS it is not going to try 
to use snooping methods to enforce the 
price freeze but its press statement is 
an open invitation to housewives to 
watch prices. Of course the fact that 
housewives do about 85 per cent of all 
buying is a mere coincidence. 

2 2 


THE FACT IS that Mr. Henderson 
admits that the new regulation is pat- 
terned after the Canadian law. Donald 
Gordon, Canadian price chief, partici- 
pated in the press conference at which 
the general freeze was announced. And 
Mr. Gordon’s government right now is 
engaged in the distribution of booklets 
designed to assist housewives in keeping 
a record of the prices paid for various 
articles. 

x *k * 


THE BOOKLETS are being dis- 
tributed by the Women’s National Ad- 
visory Committee of the Wartime Prices 
and Trade Board. They are pocket-sized, 
and the pages are lettered so that ar- 
ticles purchased may be listed alpha- 
betically. Columns are provided for 
entering size, brand and quality; date 
bought; basic or last price paid; and 
the name of the store in which the pur- 
chase was made. 

x «wk 


ABOUT 25,000 BOOKLETS have 
been issued since March 1, and, ac- 
cording to reports of storekeepers they 
are frequently seen in the possession of 
shopkeepers. 

It is emphasized that housewives are 
not asked to report violators of the 
price regulations, and, up to the present 
few complaints have been made. There 
has been much publicity, however, to 
the effect that women comprise 85 per 
cent of the buying public and can be 
organized to cooperate with the War- 
time prices and Trade Board by observ- 
ing the course of retail prices. 
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Wes, it’s the new Toastmaster SILENT automatic 
toaster! And it’s as fine a toaster as we’ve ever built—as 
fast—as efficient—as superior in every way! 

However, because of government orders halting production 
of all small appliances May 31, the quantity will be limited. 
It will be prorated equitably among all of our distributors 
—and we are sure that each of them, in turn, will prorate 
his share equitably among his retail customers. 


A PATRIOTIC NEW MODEL! 


This new model is our patriotic answer to the government's request 
that every effort be made to conserve materials during these last few 
weeks of production. , 

Our saving is accomplished by using our new Toastmaster Silent Timer, 
which requires much less metal than the Flexible Timer. It has been 
undergoing careful performance tests in our laboratory since early in 
1941. Operated by a silent control, it has proved to be definitely 
up to Toastmaster’s traditional high standards—entirely worthy of the 


Toastmaster name and guarantee. 


OTHER FEATURES UNCHANGED 


The Silent Timer is the only substantial change over the former model. 
All of the other famous features that have made Toastmaster* toasters 
the fastest-selling in the world are retained to make this new model 


equally appealing to your customers and equally satisfactory. 


TOASTMASTER 


**TOASTMASTER” is a registered trademark of McGraw Exvectraic Company, Toastmaster 


Products Division, Elgin, Ill. e Copyright 1942, McGraw Electric Co. 
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New and Improved Merchandise—Display Helps—Sales Literature— 
New Packages—New Colors—Catalogs 


“Universal” Cutlery 
Display Rack 


To enhance sales of its new line of 
carbon steel cutlery with “Cocobolo” 
handles, Landers, Frary & Clark, New 





Britain, Conn., is offering an attractive 
two-toned display case in delft blue and 
gray. Measuring 15% in. by 17% in. 
this handy case displays the complete 
ll-piece set of “Universal Utility Cut- 
lery.” Space beneath the display panel 
is built to hold surplus stock. 


Refrigerator Air Filter 


“Zerite”—said to remove strong food 
odors and gases from the air circulating 
around the foods. One filter is said to 
be sufficient for any refrigerator up to 
10 cu. ft. Filter lasts approximately 
three months. Zerite Mig. Co., Oakland. 
Cal. 


Door Weatherstripping 


D-407 interlocking zinc door weather- 
strip allows for at least a quarter-inch 
shrinkage without binding. Lip of the 
door member is guided into a flexible 
jamb member to assure a_ positive 
closure at varying widths. This ma- 
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terial is said to be available for im- 
mediate shipment. Protex Weather- 
strip Mfg. Co., 4508 S. Western Ave., 
Chicago, Ill. 


Disston Plan to 
Increase Store Traffic 


Henry Disston & Sons, Inc., Tacony, 
Philadelphia, Pa., is offering dealers a 
plan, built around its Saw, Tool and 
File Manual, to accomplish a three-fold 
purpose: support the government’s war 
effort; increase desirable store traffic 
and build goodwill and future sales of 
high grade tools and hardware. A two- 
color display tying up with Disston’s 
national consumer advertising, features 
the manual, offering it free inside the 
store and urging people to enter and 


START NOW TO 
CONSERVE YOUR 


get their copy. To facilitate dealers’ 
profiting from this plan, the com- 
pany has prepared a kit comprised of 
100 manuals, bearing the dealer’s im- 
print and including one of the window 
cards. Dealers pay $1 for the kit. 





Oscillating Fan 


“Jack Frost” 12-in. oscillating elec- 
tric fan. Has self-lubricating bearings, 
completely enclosed mechanism, heavy 
wire safety guard. Metal base, with felt 





supports. Baked-on frosted brown fin- 
ish. The two-speed switch, Under- 
writers’ inspected. The fan can be 
mounted on a wall, and full instructions 
for this are provided. Long flexible 
rubber cord and plug. Listed by Under- 
writers’ Laboratories; AC only, 50-60 
cycle, 115 volts. Knapp-Monarch Co.., 
St. Louis, Mo. 


Blackout Lights 


Developed essentially for civilian not 
military use. Come in pairs to be 
mounted on the bumper supports of the 
vehicle. Operated from single switch 
on the dash. Three position switch— 
off, blackout and bright. Under black- 
out conditions light is said to permit 
speed up to 15-24 m.p.h. without air 
visibility above 6000 ft. Lights are 742 
in. in diameter, finished in a glossy 
olive drab enamel. Attachments are 
theft-resistant. Trippe Mfg. Co., 564 W. 
Adams Street, Chicago, Ill. 
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AMERICAN 


Plastic 


TANK 
FLOATS 
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ETTER than copper! Accepted by all leading pottery | 
manufacturers. Will not bend or dent out of shape. | 
As buoyant as thin-skull copper floats. Corrosion-proof, 
leak-proof. Impervious to salt water, iron, sulphur, etc. | 
Lasts indefinitely. Standard threaded spud integral with | 
mold—can’t work loose. This one float for all water condi- 
tions means less inventory—quicker turn-over—bigger | 
profits. This is the time to act! 
JOBBERS—write at once for sample and prices. 
RETAILERS — order from your wholesaler. 


AMERICAN MOLDED PRODUCTS CO. 


1753 N. HONORE ST CHICAGO, ILL 


ee 





THE RAYBESTOS DIVISION 


OF RAYBESTOS-MANHATTAN, INC. BRIDGEPORT, CONN 
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Draper - Maynard 


Tennis Assortment No. DTD42 








A group of six popular priced tennis rackets and 
three tins of tennis balls are included in the D & M 


Special Tennis Racket Assortment No. DTD42. 
The clever metal display stand, furnished free of 
charge, gives excellent display to the equipment, 
while taking up extremely small space. 


YOUR COST $20.07 LIST VALUE $32.50 
Write Your Jobber for Complete Information or Direct to 


THE DRAPER-MAYNARD CO. 
400 York St. Dept. HA Cincinnati, Ohio 
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g The QUALITY of 


> Gis is determined by 


I TEST... Not byPRICE 


Give ROGERS GLUE a triai—iT'S THE BEST BY TEST. 
Safeguard your customérs on price without sacrificing 
your percentage ... it will pay you good dividends. 
ROGERS protects you by refusing to sell chain stores 
and mail order houses . . . AND WE HAVE NOT 
ADVANCED OUR PRICES! 


Yes! ROGERS continues to sell for you with national ad- 
vertising in POPULAR MECHANICS, POPULAR SCIENCE 
and SCIENCE AND MECHANICS... . magazines reach- 
ing well over a million and a half consumers monthly. 
In addition, we offer free project booklets and project 
sheets to your customers at any time. Just advise us 
of the quantity that you desire to have at hand, and 
we shall be glad to forward a supply. 


PHONE YOUR JOBBER FOR SPECIAL DEAL 
USE ROGERS LIQUID FISH GLUE 
“The Glue with the Grip of a Gorilla 
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Acme Corrugated Fasteners 7 
@ Are also available in 100 Ib. kegs— 
offering opportunity for profit in bulk 
In addition, there are standard 
cartons of 250, 500 and 1000; boxes of 
100 fasteners, 10 boxes to a carton, with the 
also in boxes containing 50 fasteners of 
one size—%"x4; "x5; %”’x5. Dis- 
play cartons contain 12 of these boxes. 





If your jobber can’t supply you, 


Low-Cost Underground 
Garbage Receiver 


The Majestic Co., Huntington, Ind., 
has announced a new low-cost under- 
ground garbage receiver, known as 





Model 550. It was designed to meet the 
specifications set up by the Public 
Building Administration of the Federal 
Works Agency, maker states. The lid 
and ring are made of durable cast semi- 





repairs. 





Repair—fix up—are ‘war orders” for the 
home front. 
Fasteners provide the way to help your cus- 
tomers keep their furniture, cabinets, screens 
and other wooden articles in good, usable 
condition. Get this repair display carton on 
your counter and watch it go to work! 


Almost everyone who works with wood can 
use these easy-driving, strong-holding Acme 
Fasteners. They penetrate but do not crush the 
wood fibres. They are a fast-selling item that 
will sell even faster 


needs for furniture 


WHATS NEW 





steel with a movable foot plate. The 
can is tight, well made. It is replace- 
able and is provided with a bail for 
easily removing it from the outside con- 
tainer. 


Cement for Patching 
Concrete Floors 
“Smooth-On No. 7B” for quick patch- 


ing of cracks, ruts and shallow holes ~ 


in concrete floors. Has iron base so as 
to be wear-resistant, dust-, oil- and 
water-proof. Claimed to harden over 
night. Smooth-On Mfg. Co., 570 Com- 


munipaw Avenue, Jersey City, N. J. 


Marking Kit 


Contains a complete set of stencils, 
alphabet and numbers; bottle of mark- 
ing paint, stencil applicator, sand 
paper and instructions. May be used 
for tires, golf bag, autos, bicycles, etc. 
Retails in the 29 to- 39-cent bracket. 
Ruby Products, Inc., 345 N. Water 
St.. Milwaukee, Wis. 








Acme Tack-Point Corrugated 


growing 





write us direct. 


General 








ACME STEEL COMPANY, 2838 ARCHER AVE., CHICAGO, ILL 


Branches and Sales Offices in Principal Cities 








“Wonder Streamer” Flies 


Large in size making them ideal for 
trolling. Have two hooks, one placed 
ahead of the other to prevent short 





strikes. Motion of the fly in water is 
said to simulate a swimming feed fish. 
Obtainable in hook sizes No. 4 and No. 
10. Retail price $7.80 per doz. Percy 
Tackle Co., Portland, Me. 


Megow Balsawood 
Spotters’ Models 


New line of complete kits featuring 
Balsawood selling at 20 cents to $3. 
The new series already include several 
of the best-known fighters and bombers, 
such as the Douglas Dauntless, Vought- 
Sikorsky, Consolidated PBY-5, North- 
rop A-17A, Douglas A-20A, Curtiss 
P40E, Bell Airacobra P39D, Messer- 
schmitt Me-109, Brewster F2A-3, Gru- 


% 





man F4F-4, the Japanese planes Sento 
KI-001, Baku Geki Ki99, Mitsubishi 96 
and others. 

These kits are for solid designs that 
clearly indicate the outstanding char- 
acteristics of each type, such as would 
be used by watchers in the Interceptor 
Command and others who want to be 
able to identify the various warplanes 
in flight, maker states. Plans included 
in each kit are drawn according to gov- 
ernment specifications and all materials 
are carefully selected for the purpose, 
it is stated. Megow’s, Howard and Ox- 
ford Streets, Philadelphia, Pa. 
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Building Materials 
Sales Kit 


The Barrett Div., Allied Chemical & 
Dye Corp., 40 Rector Street, New York 
City, has prepared a kit of advertising 
and sale promotion material which is 
available to jobbers, dealers, roofing, 
siding and insulation applicators. The 
kit is a dark red leather-bound con- 
tainer, 12% in. wide, 10 in. deep and 
1% in. thick, and is closed with a chro- 
mium trunk clasp which releases the 
envelope-type cover. Flexible carrying 
handle is provided. Inside are seven 
tabbed accordion folders on which are 
mounted actual specimens of all Bar- 
rett btilding material literature. An 
advertising catalog of 84 pages is in- 
cluded. This contains illustrations of 
all Barrett literature with full descrip- 
tions as to character and usefulness, 
and form numbers. Display materials 
are also shown. 


Doll For Boosting 
Lamp Sales 


Westinghouse Electric & Mfg. Co., 
Lamp Division, Bloomfield, N. J., offers 
“Miss Lotta Light,” a rag doll, now 
appearing in all Westinghouse Mazda 
national advertising and display mate- 
rial. She comes as a flat piece of cloth, 
printed in bright colors, ready to be 
cut, stuffed, and sewn up. Stands 16 
in. high. A large counter display card, 
telling about “Miss Lotta Light” and 
offering her for sale at a nickel, is 
furnished with the dolls, which dealers 
receive in packets of 20 for a dollar. 





Glass Shatterproofing 

To prevent injury caused by flying 
pieces of glass, coating for windows 
has been developed by Maas & Wald- 
stein Co., Newark, N. J. Window glass 
or plate glass treated with this new 
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Finger Guards 


The new “Steel-grip” fingerguard re- 
cently put on the market by the /ndus- 
trial Gloves Co., Danville, Ill., is a com- 
bination of durable leather and elastic 
web back; is easy to put on and take 
off; fits comfortably on all fingers and 
thumb. The guard gives protection in 
grinding, buffing, polishing, sanding, 
punch press and stamping work, as- 
sembly, wire splicing, etc., etc. Used 
also as first-aid protection over lightly 
bandaged injured fingers. Mounted on 
colorful descriptive individual display 
card, guards are packed three dozen to 
display counter carton. 














coating, which is known as “Glasshield,” 
is said not to shatter. It is also stated 
that the coating does not interfere with 
vision or light transmission through 
the glass. The coating is applied with 
a brush, allowing an hour for the first 
coat to dry before the second one is 
added. When no longer wanted, the 
coatings can be removed with a razoi 


blade. 
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for Sealing 
Air Ducts 


For war-time economy, owners can save money by including 
calking on all repair and alteration work. Calk around all exposed 
window and door frames and seal all building joints with 
PECORA, the time-tested compound. Stops leaks and drafts. Cuts 
fuel costs. PECORA will not dry out, crack or chip when properly 
applied. Available in bulk, or in non-refillable metal cartridges 
for use with the Pecora High Pressure Calking Gun. 


WRITE FOR FOLDER & PRICES 


PECORA PAINT COMPANY, Inc. 


Established 1862 by Smith Bowen 


Lawrence & Venango Sts. Philadelphia, Pa. 
Member of Producers’ Council, Inc. 
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BALL PEIN HAMMERS 
Particularly popular in De- 
fense Work are Vaughan's 
Ball Pein Hammers—the ideal 
tool for all machinists. Va- 
riety of sizes for special jobs. 








SUPER-VANADIUM HAMMER 
In Vaughan's Famous Ham- 
mer Line is this Super-Vana- 
dium Nail Hammer with bet- 
ter balance, less shock, finest 
quality. 


SUB-ZERO AXES 


all-tool steel 





HATCHETS 
Vaughan's perfectly balanced 
hatchets cushion the shock. 
Keen edge with crescent 
bevel of special steel. 





ed and tested. 


| | 


OCTAGON TOOLS 


Vaughan's Star Drills are individually tem- 
and tested for hardest work and 
life. 


Vaughan's Cold Chisels made of alloy steel 
are the finest quality—yet cost no more. 


QUALITY TOOLS 
SINCE 1869 


VAUGHAN 


and BUSHNELL 
MANUFACTURING CO. 


2114 CARROLL AVE CHICAGO, ILLINOIS 


Vaughan's popular Sub-Zero 
Axes made of — but thin 

ectrically 
fused—double heat treated. 





PUNCH & CHISEL SET 
Vaughan's Punch and 
Chisel Assortment from 
extra refined beveled 
square alloy steel temper- 


WRITE FOR COMPLETE CATALOG 
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Room Exhaust System 


“Dome-Turbo”—for use in kitchen 
ceiling over range, in bathroom, and 
other rooms. Maker states it may be 





installed in old or completed homes 
with a minimum of labor. The venti- 
lator is sectionalized so that it may be 
dissembled and installed, one part at 
a time, through a small opening in 
the ceiling or wall, the opening after- 
ward covered by an attractive grille 
to conceal the cut-away edges. As 
used in kitchens, the motor-driven 
turbine blower is usually installed 
between the joists in the ceiling, over 
the range, and the duct, which is 
furnished as part of the complete 
system, is inserted from the outside 
inward between the joists. The 
blower and the special housing in 
which it operates is so compact that 
the unit can be installed vertically 
between standard 2 by 4 uprights in 
any outside wall. Illustrated and 
simplified installation instructions 
packed in each carton. System re- 
quires one electrical outlet with the 
usual snap switch on the wall. Apart 
from motor-driven turbine blower, the 
system includes the blower housing, 
grille, special weather hood, two auto- 
matic counter-balanced shutters for 


“Fold-A-Barrow” 


Has a handle so placed that any per- 
son of average height can easily carry 
the folded barrow without allowing it 
to drag. When folded, stores in a space 


30 by 30 in. and may be hung up in 


garage. Barrow has a collapsible fea- 
ture which enables it to be folded in a 
few seconds. Construction is such to 


draft-proof protection, and 8 ft. of gal- 
vanized duct. Electro Specialty Co., 
2936 Fourth Ave., South, Minne- 
apolis, Minn. 


14 Oz. Broom 


“Kitchenette”—maker states it sweeps 
cleaner and better than old style 
brooms twice its weight and size. Said 
not to pull nap. The Joseph Lay Co.. 
Inc., Portland, Ore. 
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make the barrow suited for general 
construction or excavation work as well 
as gardening. Made in two models, the 
Standard with steel wheel to retail for 
$12.25; Deluxe with 1.75 by 14-in. semi- 
pneumatic tired wheel (of reclaimed 
rubber) to retail at $14.95. Priced 
f.o.b. Cleveland. The Fold-A-Barrow 


Products Co., 20005 Lake Road, Rocky 
River, Ohio. 
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Don’t be a yes man—be an expert in Builders 


Hardware and step into the higher income brackets. 


There are many opportunities for the man who 
knows his Builders’ Hardware thoroughly because 


good Builders’ Hardware men are scarce. 


Increase your knowledge of Builders’ Hardware 
with the only text book ever published on this sub- 
ject — “TAKING THE MYSTERY OUT OF 


BUILDERS’ HARDWARE”. 


You'll get the benefits of Adon H. Brownell’s 


lifetime experience in suc- 


J 





cessfully selling, buying 
and manufacturing this HERE ARE SOME 
line. He'll show you the OF THE FEATURES 


best stock to carry, how to © 220 Pager—size 


work with property own- 8, x II 

ers, architects and contrac- | ¢ ci.4, bound to with- 
tors and how to use this stand hard usage 
line to get extra sales in 


: @ 60 Chapters—Elemen- 
other lines. tary, Intermediate and 
Advanced Courses 
This book will bring | @ Working Blue Print 
you all you need to know 
about this profitable basic 
hardware line — informa- 
tion that will make 
EXPERTS out of 2 600 Illustrations and 
NOVICES. se 


@ 9 Comparative Charts 


@ 13 Large Detailed 
Drawings 











maATL THIS coupon TODAY 


HARDWARE AGE 
100 Bast 42nd St., New York, N. Y. 

Please send me...... copies of “TAKING THE MYSTERY OUT 
OF BUILDERS’ HARDWARE” by Adon H. Brownell. I will pay 
the Postman $2.00 each, plus a few cents postage. (Canada and 
Foreign Countries $3.50.) 

SNE, Shasscswcccthaeds 
ADDRESS 
SEE Wind od doce chdddetdiwainnniee sbwmadaaare STATE .cssccvss 


0 Check here if you enclose payment, in which case we pay postage 


MAY 14. 1942 





AMERICA IS BUILDING 
FOR VICTORY WITH 


LHtNEl 


NAIL HOLDING HAMMERS 


Cheney nail holding hammers are tools 


fine tools that are 100 per cent en- 



















gaged in the building of America’s “on to 
Victory” program. Cheney nail holding 
hammers do faster work—much more 
work. They are speeding up Uncle Sam’s 


war jobs— everywhere. 





HENRY CHENEY HAMMER CORP. 


Factory: Little Falls, N. Y. 
Sales Office: 302 Broadway, New York 
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Double X...field marshal of 
them all! The nationally ad- 
vertised Floor Cleaner that 
makes varnish vanish, makes 
| old floors new and makes 
profit-sales for you! Schalk 
Chemical Company, Los 
Angeles and Chicago. 





No More Damage from 
Condensation or 
Sweating Pipes, Tanks, 
Walls, Ceilings and 
Air Ducts. 


The sensational new plastic cork coating 
that prevents condensation drip from 
metal, concrete, brick,“wood, composi- 
tion, plaster. 

Easy to apply with brush, trowel o1 
spray to plain or corrugated surfaces, 
corners or at an angle. Stucco-like fin- 
ish. Can be painted any color. 

A gallon covers about 30 feet of 1” O.D. 
pipe. Comes in 1 gallon cans and 5 
and 55 gallon drums. 


NoDrip 


Insulates and adds 
years of life to pipes 
and other metal sur- 





etd es. f 7 
faces by preventing rust and corrosion. 


Order from your jobber or 
write for FREE Circular giv- 
ing complete information. 


J. W. MORTELL CO. 
508 Burch St. 





76 





Sheet Metal Finishing 
Hammer 


For smoothing dural or alclad with- 
out marring or denting. Hammer 
face is of spring steel and edges and 


corners turn up slightly. Maker states 
it is this slight convex face and up- 
ward turn of corners and edges that 
minimizes danger of marring or dent- 
ing. Each hammer is supplied at no 
extra cost with a special metal and 
felt protective cover for the hammer 
face. Happ Mfg. Co., 29 Cedar Ave., 
Farmingdale, L. I. 





Industrial Tools 


The Fairmount Tool & Forging Co., 
10611 Quincy Ave., Cleveland, Ohio, 
has issued a new catalog, No. 454, 
showing its industrial hardware tools. 

| Included are various wrenches, screw 

| 


War Game—“Commando” 


Two tops, projected from a “camou- 
flaged base” sally forth into “enemy 
territory” and perpetrate “damage” in 
unpredictable maneuvers. Transports, 
docks, warehouses, gun emplacements, 
air fields are attacked and annihilated. 








WHATS NEW 













drivers, combination slip joint pliers, 
chisels, punches, hammers, and sheet 
metal working tools. 


Coal H eater 


“Evenheat’”—said to burn thoroughly 
all the coal, leaving no clinkers and few 
ashes. Also claimed to burn much of 
the gas that ordinarily escapes un- 
burned up the flue. Stoves have a ca- 
pacity of 80 to 100 lb. of coal when 
filled to top and cheapest grades of coal 
may be used. Has semi-automatic feed 
construction, reducing the need for feed- 
ing to as low as twice a day. After 
stove is filled heat is then adjusted by 
draft regulator in lower door. Other 
non-liquid fuels may be burned. Overall 
measurements of stove 24 by 42 in. 
Maker states stoves will be distributed 
only through hardware and implement 
distributors. Midwest Stove Co., 728 
Delaware Street, Kansas City, Mo. 
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Game is made of wood, finished in nat- 
ural wood designs in two colors. Size, 
14 by 30 by 4 in. deep, packed in a 
carton. Supplied complete with 15 
pieces of equipment: 12 tenpins, two 
tops, spinning card and set of rules. 
Carrom Industries, Inc., Ludington. 
Mich. 
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Metal Tubing 


“Bundyflex”—recommended by the 
manufacturer for satisfactory replace- 
ment of copper tubing for many 
purposes. “Bundyflex” is a soft an- 
nealed steel tubing that is coated with 
copper on the inside and outside. It is 
available in all diameters from \% in. to 
5, in. outside diameter in various 
popular wall thicknesses. This tubing 
maker states can be bent and flared, 
soldered, brazed or welded. Everhot 
Products Co., 2055 W. Carroll Ave., 
Chicago, Ill. 


Flexible Shaft 


Drill Extension 


Attaches to electric drill to make 


an extension that bends around cor- 
gets 


ners, into close quarters, etc. 





Protecting case is rugged and durable 
with strong, long-wearing core. Stow 


Mfg. Co., Inc., Binghamton, N. Y. 


Decoration Manual 


A new manual on decoration that 
simplifies the problem of selecting 
colors for room decoration called 
“Color Keys to Decoration” is an- 
nounced by the United States Gypsum 
Co., 300 W. Adams St., Chicago, IIl. 
This 36-page book, printed in four 
colors, contains 111 colorful rooms and 
settings. In this exceptional study of 
decoration a technical subject has been 
simplified so that anyone who reads 
the book can understand the important 
rules for making walls, ceilings and 
trim of a room harmonize with 
draperies and furniture. It also sug- 
gests ways to relieve the uncomfortable 
feeling that rooms of odd shape fre- 
quently create. Dozens of cases are 


studied and solutions given should 
prove useful to architects, builders, 
contractors. 


Electrical Equipment 


A 64-page 1942 revision of the West- 
inghouse “Quick Selector Catalog” is 
announced. The general subjects cov- 
ered include safety switches, no-fuse 
breakers, multi-breakers, panelboards, 


motor control and motors. New appli- 
cation data on latest equipment in each 
ef these groups has been 


included. 
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Electrical ratings, physical dimensions 
and circuit diagrams expedite the se- 
lection of correct equipment for each 
purpose. 

A copy of the April, 1942, “Quick 
Selector” Catalog 30-000 may be se- 
cured from department 7-N-20, West- 
inghouse Electric and Manufacturing 
Co., East Pittsburgh, Pa. 


Emerson Offers Radio 
Parts for All Makes 


The Emerson Radio and Phonograph 
Corp., New York City, has announced a 
complete line of replacement radio 
parts for servicing all makes of sets on 
the market. Parts includes radio re- 
ceiving tubes, ballast tubes, radio pilot 
lights, flashlight bulbs, condensers of 
all types, resistors, resistance line cords, 
shielded I.F. transformers, varied 
phonograph equipment, speakers, trans- 
formers, volume controls, drive belts. 
etc. To facilitate the merchandising of 
many of these parts, Emerson has de- 
signed various kits, such as a volume 


control kit, drive belt kit, resistor kit, | 


condenser kit, etc. Each contains an 
assortment of popular values most gen- 
erally used in servicing. Emerson parts 
are individually packaged in an attrac- 
tice two-color carton designed for ef- 


fective shelf-display and sales appeal. A | 


catalog illustrating and listing prices 
on all parts is available. 


Linseed Oil Display 


This attractive free rack for “Pol- 


Mer-Ik” linseed oil makes a neat, com- | 
pact, attention-getting display. Prompt | 


customer service, quick turnover and 
less store pilferage are advantages. 
Containers are tamper proof, factory 
sealed to assure a clean, pure oil. 
Archer-Daniels-Midland Co., 600 Roa- 
noke Building, Minneapolis, Minn. 


How to Tackle 
War Business 


“How One Company Tackles the War 
Production Problem” is a booklet pre- 
senting an actual case history of how 
one manufacturing concern, faced with 
the loss of more than half of its busi- 
ness, planned and executed that plan 
to obtain prime contracts and sub-con- 
tracts, in order to keep the business 
going. The book is a step-by-step treat- 
ment of how this company set about to 
regain lost production—replacing former 
peacetime products with war products. 
The book also deals with the company’s 
own “War Production Board,” a com- 
mittee that meets every day to coor- 
dinate all divisions of the business on 
the problem of identifying the company 
with the war picture. The operation of 
this committee is outlined in detail. A 
copy of this book may be obtained at 
no charge by writing on business sta- 
tionery to Lyon Metal Products, Inc., 
3217 Clark Street, Aurora, III. 
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WHALE 


SUPER-GRIP 








Se, oe ote auton ant 
are forged from one 
piece tool steel. 





fated for SUME GRIF. 


You'll agree that 
these exclusive Fors- 
berg improvements 
make the WHALE 
BRAND SUPER 
GRIP SCREW 
DRIVERS miles 
ahead in strength, bal- 
ance, and long wear. 
Today, customers pre- 
fer tools that will 
Stand up under se- 
vere usage—they fear 
replacements due to 
shortages. 


You'll have no trou- 
ble selling these su- 
perior tools and cus- 
tomers will come 
back for more — 
THEY COST NO 
MORE THAN OR. 
DINARY SCREW 
DRIVERS. 


Made in a com 
plete line, of models 
and sizes with square 
and round blades 
selected hard wood 
and Pyraloid han- 
dies. Also available 
in most VIKING 
| BRAND models. 


serra neo 











Write department 
HA for complete de- 
tails, or order from 
your jobber. 
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e MFG. CO., BRIDGEPORT, CONN. 


“WHALE” BRAND AND “VIKING” BRAND 
HACK SAW FRAMES AND BLADES 


COPING SAW FRAMES AND BLADES 
SCREW DRIVERS - HAND DRILLS - BAND SAWS 























These Eyecatchers 
Sell the Display Way! 


EAGLE 


HYDRAUL| | bow 
We 
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You simply open each car- 
ton like a book—and place 
this colorful display on 
the counter. These sturdy 
oilers sell themselves. 
They’|l fit receptacles on all 
farm machinery. They’re 
made right—priced right, 
too. 


See your jobber 
or address inquiries to 


EAGLE MANUFACTURING CO. 
Department 952 Wellsburg, West Virginia 











For Immediate Delivery 





No.101 


STARRETT Transits 


and Leveling Instruments 
Priced As Low As $20.00 


Contractors, carpenters, builders, ma- 

sons, etc., are using these practical, 
inexpensive instruments as a substi- 

tute for high-priced, hard-to-get en- 
gineer’s equipment. They can be 

used without special training or 
knowledge of higher mathematics 

and are sufficiently accurate for most 
needs. No. 101 Leveling Instrument 
and No. 99 Transit are furnished 
with adjustable tripod legs, plain or 
ground level vial and with plain or 
telescope sight tube. Write for de- 
scriptive folder 26 “A”. 


THE LS. STARRETT CO. 
W orld’s Greatest Toolmakers 
Athol @ Massachusetts e@ U.S.A. 
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Retailers, Wholesalers and 


By CHARLES L. WHEELER 


President, 
The Salt Lake Hardware Co., 
Salt Lake City, Utah 


URING these hectic days, when 

war takes right-of-way over 
everything else, it is well to stop, 
look and listen to determine where 
you, as a retail merchant, and we, 
as wholesale distributors, fit into the 
total war effort to which we, as a 
nation and as individuals, are un- 
alterably committed. 

We are in a total war. We posi- 
tively must win. In fact, we dare 
not lose, for if we lose, we lose not 
only our business but our very free- 
dom and everything we hold dear. 

Let us then squarely face the fact 
that “all-out” war means more and 
more of the raw materials, normally 
going into the things which we and 
you sell, are fast being converted 
into war production, with the in- 
evitable result that we and you alike, 
will have less and less of certain 
“scarce” merchandise to sell. There 
simply isn’t enough raw material to 
produce sufficient quantities of both 
at the present time. 


Priority Control 


The flow of critical raw materials 
to our suppliers is being controlled 
by a system of priorities and day by 
day the priority regulations are 
tightening, with the result that even 
more serious shortages are inevitable 
in the days ahead. In order to secure 
even a fraction of our normal re- 
quirements of certain “scarce” mer- 
chandise, we are required to sign 
affidavits as a guarantee that we will 
not resell such items to anyone un- 
less we are furnished with a proper 
priority certificate. 

All of which brings us to the pur- 
pose of this letter. You, as our 
valued customer, can assist us—and 
in doing so you are definitely help- 
ing yourself—if you will secure pri- 
ority certificates from your custom- 
ers for every dime’s worth of mate- 
rial you sell on which such certifi- 
cates can be properly taken. When 
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CHARLES L. WHEELER 


you secure such certificates and turn 
them over to us, we, in turn, pass 
them on to our suppliers who, in 
turn, use them to secure raw mate- 
rial with which to manufacture the 
merchandise to ship to us and 
which we then are in a position to 
ship to you. So you see it is a chain 
in which you, as a retailer, are a 
mighty important link. And as you 
cooperate with us, to just that extent 
we will be able to serve you, and 
what is true of us is equally true of 
every other supplier from whom you 
buy, whether they or you realize it 
or not. 


You Hold the Key 


Therefore, you, as a retailer, hold 
the key to your future and ours in 
securing even a fraction of your nor- 
mal requirements of “scarce” mer- 
chandise. We are helpless to help 
you unless you will wholeheartedly 
cooperate with us. And let us assure 
you that we will never inconvenience 
you by requiring priority certificates 
unless it is absolutely necessary for 
your welfare, as well as our own. 

What of business in the days 
ahead? First, we must all recognize 
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the All-Out War 


Hardware Dealers 


that the first obligation of every 
patriotic American citizen is to win 
the war, regardless of personal sac- 
rifice; so whatever hardships may 
result from the forced speed-up in 
war production, we can and must 
“take it” with “chins up” and with 
our “feet squarely on the ground.” 
and all work with what we have to 
help win the war. 

Don’t forget—priorities from your 
customers passed on to us will help 
us get merchandise with which to 
serve you. 

The priority plan, while entailing 
extra work for all of us, assures the 


Program 


most equitable distribution of avail- 
able material yet devised. It will 
work satisfactorily if we all get 
squarely back of it and cooperate. 

The retail dealer supplying hard- 
ware and companion lines to the 
farmer, the stock man and the de- 
fense worker is rendering a vital ser- 
vice to our country. Most of these 
customers can and will gladly sign 
a priority certificate for their pur- 
chases on maintenance and repair 
requirements. Our salesmen will 
gladly advise you how you can effec- 
tively cooperate in this all-out war 
program. 





Ad Boosts Awning Sales 














Annt 
Awnings 
 _ha«— 


Green and orange striped, 
long wearing, double 
stitched lap-filled seams: 
j-inch iron frame, Com- 
plete with fixtures, frame 


and ropes. 


ft. 6 ins. 
$4.09 











3 ft. St.19 











Water, East 
FREE DELIVERY—? De 






Morehouse 


Main and State 
liveries Daily To © 


& Wells Co. 


Streets Phone 4231 





very Home in Decatur 





Morehouse & Wells Co., Decatur, Ill. used this 2 column by 5 in. advertise- 
ment in a local newspaper to tell customers of their June awning sale. The 
copy describes the item fully. The ad also contains a good illustration of the 
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merchandise and prices on awnings of several sizes. 
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AU Out 
FOR DEFENSE HOMES 





In Size 13%" x 20” 


IDEAL goes all out for the small defense 
homes by designing this Model “‘E”’ Its size 
and price will fit the thousands of hones now un- 
der construction in defense areas. It also meets 
all government housing requirements in quality 
construction. Mirror size is 14” x 22” 


In Price $6.16 list 


Here is a price that’s hard to beat and should 
appeal to you if you're interested in selling the 
small home contractor For further details on 
other Ideal cabinets write us today 


IDEAL CABINET CORP. 
8843 Central Avenue, Detroit, Michigan 


, 


_—- 


RodDewvil, 


WOOD SCRAPERS 








WY 
\ 
LONGER HANDLES—SHAPED AND BAL 
ANCED PERFECTLY. MODELS RANGE 
FROM 10c to $5. Double-edged Blades sup 
plied with super-sharp or serrated edges 
No screw driver or wrench needed to 
replace blades—just push new blade in. Big 
blade replacement sales assured dealers 
stocking RED DEVIL WOOD SCRAPERS 
Write for Facts 
No. 8 75¢ 
Reversible Handle 


Vag, 


Zz 


LANDON P. SMITH, Inc. 


IRVINGTON, N. J 
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Scale model railroading is the 
hobby of Maurice (Maury) Fisher, 
owner, York-Colfax Hardware, Den- 
ver, Colo., an excellent hobby for 
a hardware man as it requires the 
use of fine tools. He is a member 
of the Denver Scale Model Railroad 
Club, having an extensive system 
occupying a large portion of the 
basement of the Denver Union 
Station. Mr. Fisher keeps his prin- 
cipal rolling stock in the big club 
room, but has an accurately repro- 
duced locomotive, freight cars, on 
miniature track, with realistic ballast 
in his store. In the store he main- 
tains a complete scale model parts 
department. The York-Colfax store 
is a popular uptown meeting place 
for members of the club, looking 
over catalogs, talking shop and or- 
dering items for pursuit of their 
hobby. Mr. Fisher is at the right in 
this picture, his companion being 
Gervoe Kendy, Gates Rubber Co., 
with whom he is viewing a section 
of the township modeled on the 3,000 
feet of trackage of the model club 
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Hardware Women Have Hobbies, Too 


Expert trap shooter, flier, amateur painter, housewife and business 
woman, are the occupations and hobbies of Mrs. Virgil Henson, manager, 
Henson's Hardware, Villa Grove, Ill. Since her husband began to concen- 
trate on the contracting business Mrs. Henson has been managing the hard- 
ware store, having enlarged and remodeled it. In 1940 she ranked third in the 
Illinois championship shoot and second in 1939. In Class 3, she has won the 
title for three straight years. She owns an Aeronca Chief, 50 horse power 
plane. Mrs. Henson also paints, in oil, and makes chalk drawings, several 
of which are in her home. To a beautiful flower garden, in the back yard 
of her home she also devotes considerable attention. She is shown here at 
Chillicothe, Ill., when she participated in the Illinois State trap shooting meet 
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SALES OF 1474 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


March, 1942 Comparisons 


SUMMARY 


Mar.’42  Mar.’42 


Feb. °42 























No. Stores vs. US. Mar.’42 Mar, 41 
Mar.’41 Feb.’42 
Total. . 1,474 +34 +26 $9,681,347 $7,208,531 $7,679,759 
First quarter, 1942 showed 37 per cent gain over 1941. 
1942—$27,745,040; 1941—$20,307,074 
Per cent Change Dollar Sales 
Number of Mar.’42 Mar.’42 
States by Regions firms report- vs. vs. P 
ing Mar.’41 Feb. °42 Mar. °42 
New England .. 80 +34 +22 568,100 
Maine ..... ll +40 +34 61,657 
Vermont and N. H. 1] +31 +15 149,842 
Massachusetts 43 +27 +21 249,216 
Rhode Island . 
Connecticut . 
Middle Atlantic 154 +57 +31 1,071,685 
Pennsylvania 154 +57 +31 1,071,685 
East North Central 436 +47 +39 2,584,373 
Ohio 122 +44 +34 821,679 
Indiana 70 +57 +51 350,075 
Illinois 105 +41 +38 643,610 
Michigan 44 +45 +39 296,027 
Wisconsin 95 +54 +41 472,982 
West North Central 204 +37 +44 834,065 
Iowa 61 +40 +52 322,181 
Missouri 50 +18 +51 186,046 
Nebraska 43 +44 +29 103,361 
Kansas 50 +50 +36 222,527 
South Atlantic 54 +11 +27 386,765 
South Carolina 12 — 3 +21 92,826 
Georgia 21 +37 +52 147,669 
Florida 21 +2 +11 146,270 
East South Central 13 +43 +34 121,156 
Alabama 13 +43 +34 121,156 
West South Central 128 +32 +18 913,681 
Arkansas 17 +29 +53 129,883 
Oklahoma 38 +18 +24 160,432 
Texas 73 +87 +14 623,366 
Mountain 106 +11 +20 749,760 
Montana 29 + 3 +24 197,763 
Idaho 22 +7 +27 155,506 
Wyoming . ; <5 
Colorado ... 29 +24 +33 108.815 
New Mexico . re arene 
Arizona A 9 +33 +24 182,067 
Utah ° 
Nevada ° te 
Pacific 299 +27 +14 2,451,762 
Washington 49 +32 +34 354,322 
Oregon 32 +23 +28 324,910 
California 218 +27 + § 1,772,530 
Total 1,474 +34 +-26 9,681,347 
Chicago 22 +30 +28 69,749 
Los Angeles 27 +27 - 3 284,692 
Portland 1] +54 +20 47,534 
San Francisco 25 +25 + 7 136,181 
Seattle 12 +-7] +23 41,567 
* Note while stores in these states are included in grand total, figures for 
these states are not shown on this chart because of insufficient data. Compiled 


by Bureau of the Census, U. S. Department of Commerce. 
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Here’s the extension rule to 


feature if you want quick 
sales and happy customers. 
It's one of the famous line of 
Lufkin “Red End” folding 
wood rules—a quality prod- 
uct through and through. 
When you show this rule to 
a customer your sale is made 
—especially when you tell 
him how reasonably it's 
priced ... It's just another ex- 
ample of why we say, “It 
always pays to talk Lufkin.” 


Md ith 


SAGINAW, MICHIGAN New York City 


TAPES - RULES - PRECISION TOOLS 

















No. E7710 Hinge No. C311 
for 34" Inset Pull 
Prime Coat Finish Plasticote 


or Kromoid 
a Finish 
<4 
No. E9700 “Flex Catch 


* Bright Zine Finish 
Illustrations '4 actual size 
New Victory Hardware is approved 
for Defense Housing Priorities. 
Ask your jobber or write for catalog. 


AMERICAN CABINET HARDWARE CORP. 
ROCKFORD % ILLINOIS 
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PRODUCTS 


SEND US YOUR 
INQUIRIES 
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are built to meet all 
requirements from 
low lawn types to 
high _ industrial 
fence with barbed 
wire overhang ar- 
rangement. 












CHAINLINK 
FACTORY FENCE 






Other Stewart 4 
Products. Wire *) 
Window Guards. = 

Wire Mesh Par- ly , 
titions. Steel Fold- + 4 
ing Gates. Machin- ={) 
ery Guards. Chairs. & 
etc. 














AD 
XX) 
a) 

a) 












Send Stewart your inquires for fence, 
gates, and all types of metal specialties. 
Literature is available on all Stewart 
products. When writing please mention 
literature in which you are interested. 


THE STEWART IRON WORKS CO., INC. 
937 Stewart Biock. Cincinnati, Ohie 


Fence Buildera to America Since 1886 











wl General Maximum Price 


Regulation 


(Continued from page 40) 


price differentials. This statement 
must be available for examination by 
any person during ordinary business 
hours. 

Persons selling commodities for 
which maximum prices have been set 
by the order, must keep and make 
available for examination by OPA, 
records, similar to those customarily 
used, relating to the prices charged 
for commodities or services sold after 
the effective date of the order. Rec- 
ords must also be kept showing how 
those maximum prices were de- 
termined. 


Licensing 


While on May 11 and 19, 1942, re- 
spectively, all wholesalers and retail 
sellers of commodities covered by 
the general regulation or by any 
other outstanding schedules or regu- 
lations of OPA are automatically 
licensed by the Administrator, there 
will be no physical evidence of the 
license issued immediately. Never- 
theless the provisions of the price 
control law are applicable. 

Sellers of services at retail do not 
become licensed until July 1. 


Registration 


A national registration of every 
retail and wholesale outlet will be 
undertaken in the near future. Each 


“Cost-of-Living” 


Tus list shows only hardware store 
items. For the classifications mark- 
ed by asterisks, maximum prices may 
be posted by price lines at the place 
in the store where they are offered for 
sale, provided that, in addition, the 
selling price of each item in the classi- 
fication is marked on the commodity 
itself. For the items in the classifica- 
tions without asterisks, ceiling prices 
must be marked on the article or its 
shelf, box, rack or counter, or a price 
list posted for public inspection. 
Razor blades 

Work shirts 

Work pants 

Overalls and coveralls 

Mackinaws* 

Men’s work gloves 

Work and sport shoes* 

Radios and phonographs 

Vacuum cleaners and carpet sweepers 
Refrigerators and iceboxes 

Washing machines 

Sewing machines 

Stoves and ranges 





store or business establishment must 
be registered separately. Forms for 
this purpose will be issued by OPA. 


Penalties 


Fines of not more than $5,000 o1 
one year’s imprisonment or both; 
civil suits for treble damages (these 
suits may not be brought until July 
31, 1942); and revocation of the 
seller’s license for not more than 12 
months. 


Federal and State 
Taxes 


If the tax was customarily stated 
and collected separately from the 
purchase price, during March, 1942, 
the tax should not be included in 
determining the maximum price and 
may be collected in addition to the 
maximum price. 

If the tax was not customarily 
stated and collected separately from 
the purchase price during March. 
1942, the tax must be included in 
determining the maximum price, and 
in such cases may not be collected 
in addition to the maximum price. 

Taxes that became effective after 
March 31, 1942, may be collected in 
addition to the maximum price if the 
statute or ordinance levying the tax 
requires or permits the seller to state 
and collect the tax separately. 


Commodities 


Small appliances: irons, toaster, glass 
coffee makers, and mixers 

Floor lamps and bridge lamps 

Light bulbs 

Ironing boards 

Step-on-cans 

Floor brooms 

China and pottery tableware, in sets 

Cooking utensils (10-qt. pail, 2-qt. 
saucepan, 5-qt. teakettle) 

All living room, dining room and bed 
room suites (sets or _ individual 
pieces) 

Kitchen tables and chairs 

Studio couches and sofa beds 

Mattresses 

Bedsprings 

Rugs and carpets, size 6 by 9 ft. and 
larger 

Linoleum 

Felt base floor coverings 

Window shades 

Hayforks 

Garden and lawn rakes 

Dirt shovels 

Axes, single bit 
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Claw hammers 

Handsaws 

Interior-exterior house paints (ready- 
mixed ) 

Fertilizer, bulk and packaged 

Vegetable seeds, bulk and packaged* 


Insecticides 


Bicycles, adult sizes 
Bicycle tires 
Flashlights 
Kerosene 

Fuel oil 

Oil 


Tires and inner tubes 


Temporary Price Schedules Revoked by 
General Schedule 


(Effective May 18, 1942) 


No. 12—Domestic washing and _iron- 
ing machines (distributors and _ re- 
tailers). 

No. 13—Resale of new domestic cook- 
ing and heating stoves and ranges. 

No. 14—Resale of new radio receiving 


sets and phonographs (distributors 
and retailers). 
No. 15—New typewriters. 
No. 16—Plumbing fixtures. 
No. 18—Domestic electrical appliances. 
No. 19—Oil paints and varnish. 


Repair Service Wins Farm Trade 


NDREW BUTEYN of Buteyn 
Hardware, Waupun, Wis., has 
established his store as repair head- 
quarters for milk cans, pails, strain- 
ers and other types of metalware 
equipment that the farmers use. Ser- 
vice work of this type is profitable 
to this company, it also brings the 
farmers to the store and builds good 
will. 

Putting new strainer screen in a 
milk strainer is one of the repair 
jobs most frequently done. Solder- 
ing leaks in cans and pails also rep- 
resents a large part of the volume in 
this shop. Some new material goes 
into most every repair job and this 
is figured into the final cost of the 
service. 

The store carries a large line of 
dairy equipment and enjoys a good 
volume on this line. The repair ser- 
vice contributes much to the devel- 


A Hardware 


The repair shop is located at 
the rear of the store. Several 
employees can handle this work. 


opment of new business on_ this 
equipment by building store traffic. 


Battleship 





Trimmed for action is this timely battleship display in the store win- 
dow of the Krudup & Benton Hdwe. Co., 70 S. Washington St., Valparaiso, 
Ind. Built entirely of hardware items by Myron Schroeder of the store's 
sales sigff, this warship was made with shotgun and rifle shells, pipe 
fittings, hoze nozzles, funnels, tin colanders and tin cake pans, flashlight, 
stove pipe, saws, paint cans, bird cage feed cups and similar items. 


MAY 14, 1942 














© OPEN ® O CLOSED © 


MFG. CO 








We can’t hold up for repairs 
and still grow the tremendous 
quantities of food needed for all- 
out war! So help farmers all you 
can by keeping on hand good 
stocks of ANCHOR BRAND Re- 
pair and Replacement Hardware. 


They can put ANCHOR BRAND 
repair parts on fast . . . save lots 
of valuable time . . . because they're 
especially designed to go on with- 
out ripping out stitches and re- 
sewing. For the complete line ot 
ANCHOR BRAND Repair and 
Replacement Hardware, see your 
North & Judd Catalog No. 39." 


No. 18 No. 571 
Buckle Fastener 


CHAIN REPAIR LINKS 


No. 2530 for Quick Repairs 








No. 2531 for Permanent Repairs 


VORTH & JUDD 


NEW BRITAIN, CONN. 
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ARMSTRONG- BRAY 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 


hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is ap- 
plied with a hammer. Comes in 
8 sizes, in standard boxes, handy 
packages or long lengths for wide 
conveyor belts. Have 2-piece 
hinged rocker pirs. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 
ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 


itt oe Immediate deliveries 

















BOUGHT GEM FLUE 
STOPPERS LAST YEAR ON 
A BASIS OF COMPARISON 


% Jebbers were invited to compare 4 
No. 3 Gem with any other stopper 
they carried. The verdict was: 
Gems leok better—they’re made better. 

% They look better because of colorful 
pictures lithegraphed on metal; will 
not tear, wrinkle, or fade. 

% They’re made better because they’re 
made with folding wire fasteners se- 
cured to the stopper by slots raised 
from the metal of the stopper blank 
itself; cannot pull out or break off. 
Ne assembling operations or loose 
parts involved. 


Ask your Wholesaler for No. 3 Gems 
or write us for reference. 


| L CLARK MANUFACTURING CO 


ROCKFORD. ILLINOIS 






















Test Yourself 


on your knowledge of 
hardware merchandising 


1—For the year 1940 the average 
hardware retailer’s total earnings 
(expressed as a percentage of net 
sales) were: (a) Higher than in 
1937. (b) Lower than in 1937. (c) 
The same as in 1937. 

2—If the yearly stock turnover 
rate of a store (figured by dividing 
the average stock at retail into the 
net sales at retail) is 6, an average 
month’s sales will be: (a) Twice 
the average stock. (b) Same as the 
average stock. (c) One-third of the 
average stock. (d) One-half the 
average stock. 

3—The retail price of merchan- 
dise purchased from a manufacturer 
“on consignment” may be marked 
down by a storekeeper: (a) Only 
with the manufacturer’s consent. 
(b) With or without the manufac- 
turer’s consent. 

4—A hardware store in Flint, 
Michigan, received from a New 
York vendor an invoice dated Octo- 
ber 15th, with terms of 2/10 R.O.G. 


The goods were ten days in transit. 
What was the last day when the bill 
should have been paid to secure the 
discount? (a) October 25th; (b) 
November Ist; (c) November 4th; 
(d) November 10th. 

5—A wholesaler is handling an 
item of merchandise which cost him 
$6.00. He desires to secure a profit 
of 4% on his cost and allow a cash 
discount to retailers of 7%. For 
what price must he sell his product? 
(a) $6.66; (b) $6.71; (c) $6.77%4; 
(d) $6.75. 

6—Through a typographical error 
made in a store’s advertisement, a 
certain type of stove selling regu- 
larly at $4.69 was offered at $1.69. 
A number of readers of the adver- 
tisement insisted on purchasing the 
stove at the advertised price despite 
the error, stating that they had a 
legal right to purchase the article at 
the price advertised: (a) The store 
is required by law to sell at the ad- 
vertised price. (b) There is no 





Border of Seeds Catches the Eye 








This window display of lawn and garden goods produced good results 
for W. C. Hack & Son, Mt. Carmel, Pa. A border of different varieties 
of seeds at the edge of the window caught the attention of pedes- 
trians and made them stop. Back of the border was a large number 


of small packages of seeds showing the extent of varieties stocked. 
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legal compulsion to sell at the adver- 
tised price if an error was made. 

7—You receive an invoice amount- 
ing to $500 (cost) on which you 
must pay an express charge of $5.00. 
If you desire to secure a markup of 
38 per cent (based on retail), you 
must retail the invoice at approxi- 
mately: (a) $806.00; (b) $814.00; 
(c) $852.00; (d) $690.00. 

8—The net sales for a period are 
$5,000; gross cost of sales $3,000; 
cash discounts earned $150; installa- 
tion costs not paid for by customers 
$75; operating expenses $1,500. The 
total earnings are: (a) $625.00; 
(b) $725.00; (c) $820.00; (d) 
$575.00. 

9—A hardware merchant ordered 
$1,000 worth of goods which had to 
be specially made up and which 
were to be delivered in thirty days. 
A week after placing the order and 
before the goods had been put in 
work, the merchant cancelled the 
order. The vendor refused to accept 
the cancellation: (a) The vendor 
may legally refuse the cancellation; 
(b) The vendor must accept the 
cancellation. 

10—If there is no error made in 
stock-taking, book-keeping, or figur- 
ing, the inventory on hand at the 
end of the season according to the 


books, and the inventory at the end 
of the season by actual count, will 
be equal in amount: (a) The state- 
ment is true; (b) The statement is 
false. 


(Answers on page 86) 


Out-Think the Buyer, 
Don’t Out-Talk Him 


OMETIMES one gets the im- 
pression from salesmen that 
their august presence is all that is 
required to get the business. The 
average buyer is really hungry for 
new ideas, new thoughts, new meth- 
ods, and is terribly disappointed 
when the salesman tries to out-talk 
him rather than out-think him. 

The salesman who approaches the 
buyer with the latest plans and poli- 
cies of his industry will be received 
with open arms. 

Don’t talk football, baseball, prize 
fights. That’s peacetime language. 
Give the trade a new outlook, a new 
idea, a new thrill. It can be done. 
Out-think the P.A. instead of out- 
talk him.— Midwest Purchasing 
Agent. 





Window Is a “Feast for Fish” 





This “Feast for Fish” window display attracted plenty of attention and tempted 

many anglers to equip themselves for the fishing season at the store of 

Babcock, Hinds & Underwood, Binghamton, N. Y. The trim was designed by 

Jos. B. Kozak, display manager. An interesting feature of this display was 

the table loaded down with trout flies, artificial baits and other lures all 

of which help to attract the fish. Cut-outs of members of the finny tribe 
were seated in chairs around this banquet table. 
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Elmer 
the Bulhorg 


NOW YoU CAN CASH IN 

ON THE BIG INTEREST IN 

ELECTRIC FENCE, BUT AVOID 
THE HEADACHES, WITH 


Electric Fence Controller 





© 1942—Prime Mfg. Co. 


This season — right now — there’s 
plenty of business to be had with Prime 
. . - Short-handed farmers, pressed to 
produce more, welcome its big econo- 
mies in time and work—and vital steel 
. » » They welcome Prime because it’s 
safe (hi-line models approved by Under- 
writers’ Lab.) — because they see it ad- 
vertised in their favorite farm papers— 
because their neighbors have used Prime 
successfully for years. 

And that adds up to trouble-free business for 
you — no service worries — a nice profit — 


and merchandise and selling helps you cam 
get now. 


Use Prime to make up for some of those “lost 
lines.” Hi-line or battery models. See your 
jobber now. Prime sells only through jobbers. 


The Prime Mfg. Co. 


Wisconsin 


® eImerthe Bulhorg 
(above) tells ’em 
in our farm paper 
ads: ‘I’m strong 
as a bull, big as 
a horse, slippery 
as a hog. I respect 
only one fence— 
the Prime, be- 














cause Prime holds 
all livestock, all 
the time, all over 


the farm.”’ 


















Are you getting 


YOUR SHARE OF 
INDUSTRIAL 
SOLDERING IRON 
BUSINESS? 





One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Minstrated here is No. 600-10 (100 


watts, %& in. tip) from the line of 
DRAKE Industrial Soldering Irons. 







ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 


STEARNS 


LOW COST FAUCETS 


For Use on Oil Drums 


Stearns Faucets are of utmost im- 
portance in the new market created 
by the return of oil drums. These 
faucets are guaranteed to hold all 
petroleum products and other non- 
corrosive liquids. 


Absolutely leak-proof and depend- 
able, they will give you a steady, year- 
round sale, with attractive profits. 


STEARNS “LOCK-LEVER” FAUCET 


No. 50 
%” U. S. Std. Pipe 
Thread. %” Flow. 
Plug ground to each 
barrel. Spring wash- 
er holds tight joint. 


STEARNS “SELF-CLOSING” FAUCET 


No. 60 
%” U. S. Std. Pipe 
Thread. 34” Flow. 
The special valve 
facing gives unusual 
service and never 
needs replacement. 


Ask your jobber for STEARNS faucets. 
E. C. STEARNS & CO., SYRACUSE, °N. Y. 
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Year ‘round impulse sales in paint accessories, household cleaners, 
etc., are developed by this specially built-up display near the rear. 


Built Up Display an Aid to 
Paint Accessories Sales 


HEN a small town hardware 
store, within easy reach of a 
good sized city. wants to do a good 
business in paint accessories, house- 
held cleansing items, shoe polish 
and other’ consumption goods _ it 
must show the items where all may 
plainly see them. Therefore. the 
Pittsford Hardwave of Pittsford, 
N. Y.. a town of 1800, installed a 
grandstand type display unit on 
top of the table for these goods. 
Susiness in this merchandise has 


been doubled since the auxiliary 
unit was installed on a 14-ft. display 
table. All items on the table are 
elevated giving them greater promi- 
nence. even though the table is well 
toward the rear of the store. Prices 
are indicated above each item and 
surplus stock is kept under the 
“grandstand.” George Waterhouse. 
Sr.. says. “We try to keep items, in 
this section. in the same place all 
the time for the convenience of om 
customers and ourselves.” 


Tour Feeding Lots 


Members of the Chamber of 
Commerce at Clinton, Iowa, last 
year went on a good will tour of 
feeding lots in their vicinity, with 
the Clinton County Cattle Feeders 
Association and the Community 
Club from one of the smaller towns 
in the county. A luncheon was 
served by the Clinton Chamber of 
Commerce at the last stop, and the 
tour was considered very success- 


ful in building better understand- 
ing between the business men of 
the city and the farmers of the 
county. 

Correct Answers 


(Continued from page 85) 


l. (b) 4. (c) 8. (d) 

2. (d) 5. (b) 9. (b) 

3. (a) 6. (b) 10. (b) 
7. (b) 
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* ARE ARCADE HARDWARE 
ITEMS and POWER TOOLS 


AVAILABLE NOW? 


Yes, certain items are available, 
items for which the necessary mate- 
rials are either on hand or obtain- 
able. In addition to executing war 
orders, we are still manufacturing 
as much of our regular line as pos- 
sible. Owing to fast changing con- 
ditions and the fact that the plan- 
ning of production schedules for 
any length of time into the future 
is impossible we ask that our cus- 
tomers anticipate their needs and 
get in touch with us promptly. We 
will cooperate to the best of our 
ability. 





AKCADE 


2. 0 © © 8. 8-2 eee 


HARDWARE & TOOLS 





m ARCADE MFG. CO. 


1201 SHAWNEE STREET, FREEPORT, ILLINOIS 
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wn DEMAND EVERYETYs on SIGN! 


WATIONALLY ADVERTISED 
DOOR-EASE 


STICKING STAINLESS STICK LUBRICANT 
Show it! Sell it! Every home 
needs it! Used like a crayon for 
things that stick or squeak. No 
styles . . . no seasons . . . no ob- 
solescence . . . no stock loss. 
Free display material. Write . . . 
AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 
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STAINLESS STICK LUBRICANT 








are serving American homes. . . protecting 


surfaces against heat, marring and scratching 


® Under the limitations of the present emergency. we 
are doing our best to take care of our regular customers. 
In the meantime, the millions of these popular metal-and- 
asbestos pads already in use will continue for many 
months to give good service. 


BALLONOF METAL PRODUCTS CO. 
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4 STAR 


Plastic Float 


New — Timely 
Full size, 4” x 5”—Tenite or II Polystyrene—non-corrod- 
ing—non-breakable—long lasting—not a substitute for the 
duration—but a real development for better plumbing. 


IMMEDIATE DELIVERY .. . ORDER THROUGH YOUR JOBBER 
Manufacturers’ Agents: Some Territory still open. Wire or Write. 


KAMPA MFG. CO. 


12132 W. Capitol Drive, Dept. HA-514, Milwaukee, Wis. 





YOU'D PICK UP A DIME IF YOU SAW IT IN THE STREET. 
BUT WHY DO YOU PASS UP HUNDREDS OF DOLLARS THAT 
CAN BE YOURS? 


ere Ty 






on 


Men who have made selling their life’s work testify 
that they can sell much more merchandise when it’s 
properly displayed. Heller Hardware fixtures do an 
unusual job of setting off merchandise, regardless of its 
quality. The impetus they give business more than pays 
for an installation. Thus you gain in extra sales, extra 
profits. Even though your store is small, with Heller 
units you can have a forceful display of a great volume 
of merchandise. Today while money is on the move, is 
the ideal time to set up your store with new equipment. 
Now is the time before the summer rush is on—Now 
is the time while Heller's prices are low. 


Send for free literature, floor plans and prices. Attach 
this ad to your letter-head and MAIL TODAY. 


W. C. HELLER & COMPANY 


542 Bryant Ave. 330 Hudson St. 
Montpelier, O. New York City 
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HARDWARE 








HE line of builders’ hard- 
ware built to one high 
uniform standard of quality. 
The assortment of products 
is so extensive that all of the 
requirements of the trade are 
adequately met. 


The finest materials used in 
construction are fashioned 
into hardware which is both 
modern in design and effi- 
cient in working simplicity. 
Send for the new National 
catalog; yours for the asking. 


The following are big sellers: 


Sliding Door 
Hangers 


Garage Door 
Hardware 


Door Latches 


Strap and Tee 
Hinges 


Screen Blandware 
































National Manufacturing Co. 
STERLING : - - ILLINOIS 





Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory Num- 
ber of HARDWARE AGB. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
write to the “Who 
Makes Ie” Editor. He'll be 
glad to serve you. 
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100 East 42d St., New York City 
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New Volume in Selling Clothes Cabinets 


HE Litchfield Hardware Co., 

Litchfield, Minn. (population 
2780), sold more than $100.00 worth 
of clothes cabinets last season, which 
was the first time they had ever car- 
ried the line, and expect to do an 
even greater business in this and 
other related items this year. 

“All of this new business was se- 
cured from the sale of one style cab- 
inet,” says E. W. Anderson, partner. 
“We were not at all sure we could 
sell this merchandise and decided to 
stock the one item until we could see 
how customers reacted. We expect 
to be able to offer customers a wider 
selection now and this should pro- 
duce additional volume for us.” 

Several of the clothes cabinets 
were displayed on a platform at the 
front of the store. The item was fea- 
tured, in the windows and in the 
jobber-supplied spring catalog. 


Clothes cabinets are on a plat- 
form at the front of the store. 


















June Bride Window 





Gifts for the June bride was the theme of this attractive window which 
was featured at Babcock, Hinds & Underwood, Binghamton, N. Y. The use of 
two display figure heads, one of a bride with her traditional veil and the 


other of the 


smiling groom, added human interest to the trim. Colos 
scheme throughout was pale blue with a large spray of giant daisies on 
the background giving the entire set-up added color. i 
tracted many customers. It was designed by Jos. B. Kozak. display manager. 


she 
tin 


ho 


ver 








HARDWARE AGE 






See 


- + rPae tn 








ttt ttttt+++ 


Why your Red Cross now needs 


FIFTY MILLION DOLLARS 


Every dollar that you give now to your Red 
Crose marches into the thick of things where humani- 
tarian help is needed most—up to the fronts and battle 
stations where the fighting is heaviest. And throughout 
our broad land to train and equip volunteers to meet 
any emergency that may strike. 


How this War Fund is Used 


SERVICE TO THE ARMED FORCES $25,000,000 


Provides for the care of the Army and Navy, in- 
cluding services to men in hospitals and during 
convalescence, ® Provides an important link 
between the service men and their families. ® 
Provides essential medical and other supplies 
outside of standard Government equipment. ® 
Operates Red Cross headquarters at camps and 
naval stations. ® Enrolls blood donors and medi- 
cal technologists for Army and Navy needs. ® 
Provides millions of surgical dressings, sweaters, 
socks, etc., through volunteer workers. 


DISASTER AND CIVILIAN 
EMERGENCY RELIEF - - $10,000,000 


Supplies emergency needs for food, clothing, 
shelter and medical attention for disaster vic- 
tims. @ Assists stricken families in repair of 
homes and other adjustments; provides mini- 
mum reserves of essential relief supplies to pre- 
vent unnecessary delays. 


CIVILIAN DEFENSE SERVICES - $ 5,000,000 


Trains volunteers for home nursing and nurses’ 
aides. © Trains nurses, men and women, for ac- 
tive duty with the Army and Navy. ® Trains 
volunteers in First Aid and accident prevention, 
in Motor Corps, Canteen and Production. ® 
Organizes for evacuation of children and their 
families from stricken areas. ® Assists Red Cross 
Chapters in establishing effective coordination 
of emergency relief. 


SERVICE AND ASSISTANCE 
THROUGH CHAPTERS - - $ 4,000,000 
Gives assistance and service to the 3,740 Red 
Cross Chapters with their 6,131 Branches respon- 
sible for local Red Cross activities. 


OTHER ACTIVITIES AND 
CONTINGENCIES - - - - $ 6,000,000 


New activities made necessary by unexpected 
developments. 


TOTAL - + ++ + + + + * $50,000,000 





THE AMERICAN RED CROSS 
$50,000,000 WAR FUND 


+ Nete to Red Cress Canvassers: Use this page to inform 
contributors how their donations are being expended. 
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CASH /Non rue NATION WIDE 


‘REPAIR PROGRAM 





New, improved wood paste that hardens into wood. Unex- 
celled for general repair of wood crevices, cracks, screw 
holes, chipped surfaces, deep gashes, etc. Works like putty 

en dry, can be sanded, planed, sawed, stained and fin’ 


ished same as wood. 
@ Prompt Deliveries of all sizes (10c, 25c, 75c). Order today. 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. 
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PURITAN CORDAGE MILLS 


'we CORPORATED 


CPUrmsevilie , wy. 






Selective Service in Total War 


The war will require the 
complete integration of 
our efforts. Both materials 
and manpower must be 
allotted. There will be 
fewer and fewer men to 
do the work, and the em- 
ployer must assume the 
duty of asking for the de- 
ferment of essential em- 
ployees until such time as 
they can be replaced. 





By MAJOR GENERAL 
LEWIS B. HERSHEY* 
Director, 


Selective Service System 
Washington, D. C 


(an war is going to 


require the integration of all of 
our efforts. I wonder how well 
all our people understand the 
nature of this war? 

The location of this war in- 
volves a great deal of transporta- 
tion, which means time and men 
and materials. With a war so 
remote in space, we will have to 
use a great deal more manpower 
to accomplish the delivery of a 
bomb or a shell on our enemy 
than we would have to if the war 
was fought at closer range. 

The key things in this war, it 
seems to me, are materials and 
manpower, and time and mind or 
management (call it what you 
want) must be the force and fac- 


* An address before the convention 
of the American Hardware Manufactur- 
ers Association and the Southern Hard- 
ware Jobbers Association, New Orleans, 


La., April 22, 1942. 
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tor that governs these material 
things—these vital things. 

We first are confronted with 
the responsibility of deciding what 
is necessary and what is not 
necessary to win this war. War 
demands the total use of our man- 
power, and’ because it does, it 
means that this total manpower, 
manpower behind the lines that 
may or may not be engaged in 
war production or production of 
food, must in some way or other 
be maintained in a manner that 
will cause them to continue to 
support the war. Nothing could 
be worse than to have the war 
effort break down, because by 
shortsightedness we had not pro- 
vided the things necessary to 
maintain the structure of our so- 
ciety—the society that must be 
maintained in total war. 

We must streamline this struc- 
ture of society, but we must be 
careful in our streamlining, that 
we do not remove essential things, 
for without the support of society, 









MAJOR GENERAL 
LEWIS B. HERSHEY 


without the support of the whole 
nation, without the support of the 
great majority of our citizens— 
the support that will drive them 
to almost superhuman efforts: 
then we, as a people, cannot main- 
tain the war. It seems to me this 
very fact indicates that all our 
people must understand the rela- 
tionship between materials. and 
manpower, and time and_ the 
scarcity of materials, if we are 
going to succeed. 


Prevent Curtailment 


No one will argue where pro- 
duction must go up and forward, 
materials are now being diverted, 
for that use. Those things we 
must have, but I do think we 
must use the best of our intelli- 
gence to try to prevent unneces- 
sary curtailment of things that 
will strike at the very heart of our 
society and its structure. 

Now when we have decided 
what we must do and what We 
can get along without, we look ‘at 
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WHEN CONDITIONS 
LIMIT SELECTIONS 








(OLUMBIAN VISES 


StmQuAAl eeeDtNtD i 
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Your Customers ¥ 
with the 
LASTING 
SERVICE 
They Demand 
Today 








@ Columbian’s 
support of total 
war efforts in- 
cludes a volun- . 
tary program to : ‘Armco Easy-to-Clean 
conserve raw materials and concentrate production on a s 
an as 4 A Pail... One of Many 
simplified line of workshop vises. ; 
Sanette Features” 





















A full range of sizes is still offered in the No. 63— 
3” “Red Arrow” and Nos. C4344—31%4” and C44— Ask Your Jobber 
4” Homeshop Vises. See your Columbian Distributor. for Sanette 











THE COLUMBIAN VISE & MFG. CQO. MASTER METAL PRODUCTS, INC. 


9017 BESSEMER AVENUE CLEVELAND, OHIO : 
rHE WORLD S LARGES1 F VISE 321 Chicago St., Buffalo, N. Y. 
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the Door “Floats” up Itself! 
I A turn of the handle and up it goes, automatically. A child.can 
4 operate it, because it lifts itself, takes no effort at all. You’d expect 
. this super-convenience to be expensive, but, instead it is surpris- 


ingly low in cost. Fits any old or new stock doors weighing up to 
150 pounds. . 

There’s profitable business for you in Stanley Econ-O-matic 
Hardwate — for new construction, or for the many remodeling jobs 
in.your community. Tell your builder customers all the advantages 
of its low-cost, automatic features. Write, for details, The Stanley 
Works, New Britain, Connecticut. 


[STANLEY] 


HARDWARE FOR CAREFPREE poors 
MAY 14, 1942 $1 


SEND FOR CATA- 
LOG giving valuable 
information’ abdut,, time 
and labor saving in us- 
ing. - twod-hand - portable 
metal cutters. 


NOTE: We are ~ using 
every’ available machine 
and every available 
man, 24: hours .a day,. to 
= meet Governméntre- =— 
quirements, and especial- 
ly to meet our jobbers” 
needs with the: earliest 
possible shipments. 
































































Looking For 
DEFENSE CONTRACTS 


E are wire form specialists. For over 90 

years, we have made bright iron and brass 
wire itéms for the hardware trade. If your 
Defensé product requires ferrous or non-fer- 
rous wire forms of any kind—no matter how 
intricate, nor how exacting, we have the ma- 
chines, the skill and will to make them prompt- 
ly and economically. Write for estimates. 


For the duration, we ask our hdw. customers to 
oblige by ordering as far ahead as possible. 


M. S. BROOKS & SONS 


BOX "'B CHESTER, CONN. 


Since 1848 


“‘BROGKS  HOGKS® 


PRIEST'S CLIPPERS 
A Complete 
Line— 








Ask 
Your Jobber 
75 Years’ Reputation in the Trade 


AMERICAN SHEARER MFG. CO. 
NASHUA, N. H. 




















OXFORD TOOL COMPANY 
G. G. Campbell, Pres. 
1633 N. 2nd St. Philadelphia, Pa. 


Youll find 
REAL 


Sales Representatives 














advertising in the Sales 
Accounts Wanted 
Columns. 














the manpower and see what and 
where it is and what must we do 
with the supply of manpower that 
we have. 

Having decided the amount 
and the needs, we must allot not 
only materials but manpower as 
well. Industry and management 
are going to have to use ma- 
terials and manpower to conserve 
time to the maximum, in order 
that we may do the things that 
must be done. 

As we look over our man- 
power, we have somewhere a 
little less than 60,000,000 human 
units capable of doing something 
to win this war. About 40,000,- 
000 of those are men, seme 20,- 
000,000 or less are women. I am 
excluding children, if they be 
children under 17, and I am ex- 
cluding perhaps some 20,000,000 
women who must always remain 
in the home. 

Unfortunately those 60,000,000 
are not all of the same age; not 
all of the same physical require- 
ments; not all of the same capaci- 
ties. Physically, they are good. 
bad and indifferent. In the 
younger group you will find less 
physical disabilities than those 
who will register on the 27th of 
April. Among this 60,000,000 
you will find some who are skilled, 
some partially skilled, and some 
with no training at all. 


Capacities Varied 


As I have said, their capacities 
are varied. We have many—we 
have some _ hurdred thousand, 
who cannot read up to the fourth 
grade level. If they can we will 
place them in the army. We have 
in this 60,000,000 at least 6,000.- 
000 Negroes. As you look over 
this total population with its 
variety of ages, its modifications, 
physical, mental and moral quali- 
fications, with its skills, lack of 
skills, learning and illiteracy, you 
would probably be likely to say 
“this is not an ideal population 
with which to fight a war.” Na- 
tions, win or lose, depend on how 
well they use what they have 
rather than how well what they 
have compares with the ideal. 

On. January 1, this year, we had 
approximately 2,000,000 men in 
the armed forces. Next year, 





January Ist, we must have ap 
proximately double that number. ~ 
I am told we have about 5,000,- 
000 on January Ist in war indus- 
tries; some 8,000,000 or 9,000,- 
000 in agriculture; 30,000,000 
approximately in non-war indus- 
tries. A few million working for 
themselves. A few more millions 
not working for anyone. Prob- 
ably too many working for the 
government. 


Increase Essential 


Next January Ist, as I have 
stated, the armed forces must be 
doubled; the war industries must 
be tripled. That means the 
movement of 12,000,000 people. 

During 1943 both the armed 
forces and war industry are going 
to increase. I don’t know hew 
many men it will take to win this 
war. I have heard estimates that 
run all of the way from three or 
four million up to at least ten. | 
think the only criterion anyone 
can use is that we must mobilize 
until we win. 

If you look at 60,000,000 total 
working units, or even 40,000,000 
total working men, you would 
think that the securing of 2,000.- 
000 men would be a Wednesday 
afternoon job and should not be 
one that would disturb anyone. 

Unfortunately perhaps, modern 
warfare has always demanded a 
rather higher type of selected in- 
dividual. Unfortunately there are 
a great many other activities at 
the present time that desire about 
the same type of individual. The 
shipyards tell me that the only 
men that can be taken in as new 
workers are bright, active intelli- 
gent young men. I have heard 
somewhat the same story from 
tank and airplane factories. That 
being true, I am sorry to report 
that, on the basis of our present 
experience, we have to look at 
about 8,000,000 even within the 
ages from which we are taking for 
present service in order to find 
4,000,000. 

I realize that will change as 
time goes on, because in enlarging 
the armed forces we will be forced 
to accept a lower standard of 
physical qualifications, but even 
if you lower the standard, actu- 
ally I believe there will be a loss 
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ap 


ber. - -of up to one-third of those 
00,- registered for selective service, 
Jus- and I am very much distressed 
00,- because of the numbers who are 
000 rejected for reasons of mental 
lus- disturbances. The number re- 
for jected, because their emotional 
ons patterns are not supposed to be 
‘ob- durable enough to wear in 
the modern war, is larger than we 


would like to have. 

We have said not a little in the 
last several months about the 
necessity of using the aged, the 





ave less physically fit and the women. 
be During the last few weeks there 
ust has been no little discussion about 
the the question of dependents. Natu- 
e. rally in the ages 17 to early 30’s 
1ed there are many cases of depen- 
ing dents. I think it is in the govern- 
ow ment’s interest to maintain the 
his family structure. On the other 
hat hand, what constitutes hardship is 
or a definition that is only good about 

I as long as the daily paper, because 
ne as hardships increase for every- 
ize one, there becomes less and less 


difference, and more and more 
necessity of deciding whether you 








- are dealing with real dependents 
ld —dependents that existed for a 
0... long time or whether it is a case 
ay in which individuals are economi- 
“i cally independent, and merely de- 
pendent on family life because 
bin they want to reduce expenses. 
* Production Must Go On 
be Necessary production must go 
at on, and we are trying to get that 
ut idea before our local boards. On 
he the other hand there are in this 
ly country many sources of man- 
Ww power that we have not yet been 
li- able to develop to their fullest. I 
d would say to any employer of 
m labor that after you have gone 
at into a very serious huddle with 
rt yourself and your citizenship, and 
at you believe that to carry on your 
at task you should have certain em- 
e ployees, you should assume a duty 
or in asking that they be deferred 
d until such time as they can be 
replaced. That duty you must 
s share with the local board. 
gf The local boards daily must 
d answer to literally thousands of 
f mothers for the reasons for taking 
their sons and leaving others. 
Certainly the employer has a 
s responsibility to place in the very 
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best light, the reasons why he has 
to have a particular individual 
and certainly that he is making 
every possible effort to secure re- 
placements. 

There are two types of em- 
ployers who are shirking their 
responsibilities of citizenship. 
One who asks for no one, pro- 
vided he needs them, and the man 
who asks for everyone, regardless 
of whether he needs them or not. 

I think we have got to forget 
there is an abundance of man- 
power. The time will no doubt 
come within the next few months 
when there is a general shortage 
of manpower. We must forget it 
requires an ideal man to perform 
certain types of work. I believe 
we, like the Army, Navy and other 
fighting services will be com- 
pelled to carry on with what we 
have, whether or not it is ideal. 

There is a very definite respon- 
sibility on all civilian users of 
manpower to see, first of all, that 
each individual is used to the limit 
of his capacity. I am not saying 
to the limit of his strength, but 
there is no excuse in having in 
jobs of minor importance, indi- 
viduals of skills far in excess of 
what is required of them if there 
is need for that skill in a higher 
bracket. And we must use in jobs 
requiring little skill an individual 
who has the skill that just meets 
with or is just under it. 

In the very near future we hope 
that the United States Employment 
Service will have considerable 
knowledge of the capacities of 
manpower in this country. We are 
engaged in making an occupation- 
al survey of the Feb. 16 group— 
those between 2] and 211% and 
37 to 45. When that is complete, 
the remainder of those left from 
October, 1940, to June, 1941, will 
be surveyed, and after that, that 
group between 45 and 65. 

I think it is quite important 
that replacements be from the 
groups that have reasonable as- 
surances that they will be with 
you, and I suggest 45 to 65, the 
physically less fit and the women. 

There is much to do to win this 
war, and there will be fewer and 
fewer to do it. That is going to 
mean more people must work; 
many who have not worked, and 
longer and longer hours for those 











Angles, Tees and Zees, Plates, Sheets, 


PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include — Alloy 





Steels, Tool Steels, Stainless Steel, Hot 


Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 


Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 


St. Louis, Philadelphia, Jersey City. 


Every Shelby Americycle you 
place with a war worker 
will do its part in helping to 
solve the civilian transpor- 
tation problem and step-up 
Victory production. 


F’Shiclbys 
AMERICYCLE 


_<tlh 





I 
TRANSPORTATION 
THE SHELBY CYCLE COMPANY 


SHELBY, OHIO 
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WOOD JOINERS 


THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
5224 N. Clark S#. Chicago, iil. 











TATE 


PICTURE 
HANGERS 
and 


PICTURE CORD 


E. H. TATE CO., Boston, Mass. 
Soles Offices also in: 
Chicago New York Los Angeles 












COOK'S 


NEW STREAMLINE 
SUPER VALUE 


NAIL CLIPPER 


Latest member of Gem ¢ 
Nail Clipper family. 
Hardened jaws, nail 

file, cleaner. Heavily 

nickeled. Doz. on colorful card 
at jobbers’. Send for details. 
THE H. C. COOK CO. 
27 Beaver St., Ansonia, Cons. 











Gripper Clips 


Registered U. 8. Pat. Office 





Patented Gripper 
Clips, flexible steel. 
nickel plated. Small 


ki 
utensils, tools, golf 
clubs, canes, etc. 


net’’ Hammers. 


# GIBSON GOOD TOOLS, INC. e 
Box 26B Orange, Mass., U.S.A. 














KEY BLANKS 


OF EVERY DESCRIPTION 


ae 


_ Catalogue on Request 
GRAHAM MFG. co. 


Derby, Cona., U. S. A. 








GUNSHINE 
cHAMOIS 














who are left. The dislocation of 
manpower will be large and there 
will be increasing demands for 
more and more control. The na- 
ture and extent of these controls 
over manpower will depend on 
how clearly we, as a people, are 
able to see what we have, what we 
have to do, and how we have to 
do it, and to the extent that each 
of our citizens can _ intelligently 
assist and integrate his efforts to 
carry out the things that must be 
done. To that extent, I believe, we 
shall be able to avoid greater con- 
trols. 

The democratic way is the hard 


way. It is the way that is not good 
for the lazy or for the irresponsible 
person who shuns his duty or who 
has mental lapses. Because in de- 
mocracy each must do some of the 
thinking and bear the responsibili- 
ties and much of the criticism. 

In a democracy every citizen 
must do his part, and every citizen 
must bear his share and every citi- 
zen must accept his responsibility. 
A part of his responsibility is to 
participate by thought and action 
in the functioning of his govern- 
ment. Unless you do so, the time 
will come when the power to do so 
is no longer yours. 





Two War-Time Window Suggestions 





Patriotism packed with sales appeal is demonstrated by these two win- 
dow suggestions in the model store conducted by The Belknap Hdwe. & 
Mig. Co., wholesale hardware firm of Louisville, Ky. The dinnerware window 
background bears out the theme of the china which is decorated with the 
“V" for Victory symbol. The stars in the “Tools for Victory” window bear the 


abbreviations for each of the 48 states. 
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' Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Alabama Retail Hardware Assn., 
convention and exhibit, May 17-19, 
1942, at Admiral Semmes Hotel, Mo- 
bile, Ala. J. H. Crowe, 410 N. 21st St., 
Birmingham, is secretary. 

American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 19-22, 1942, at the Pal- 
mer House, Chicago, Ill. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu- 
facturers’ group, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., is 
secretary-treasurer of the wholesalers’ 
sroups 

Florida Retail Hardware Associa- 
tion, annual convention, June 2-3, 1942, 
at the Angebiit Hotel, Orlando. Secre- 
tary, William W. Howell, Waycross, Ga. 

Georgia Retail Hardware Associa- 
tion, annual convention, May 26-27, 
1942, at the Ansley Hotel, Atlanta. Sec- 
retary, William W. Howell, Waycross. 

Louisiana Retail Hardware Associa- 
tion, annual convention, June 17-18, 
1942, at the Evangeline Hotel, Lafay- 
ette. Secretary, David O. Mansfield, 
P. O. Box 1432, Alexandria. 

Mississippi Retail Hardware & 
Implement Association, annual conven- 
tion, June 8-9, 1942, at the White 
House, Biloxi. Secretary, David O. 
Mansfield, P. O. Box, 1696, Jackson. 

National Association of Sheet 
Metal Distributors, 31st annual meet- 
ing, May 18-19, 1942, at the Bellevue- 
Stratford Hotel, Philadelphia, Pa. Sec- 


retary, Thomas Fernley, Jr.. 505 Arch 
St., Philadelphia. 

National Retail Hardware Con- 
gress, July 13-16, 1942, at the Hotel 
Sherman, Chicago, Ill. Rivers Peterson 
is managing director with headquarters 
at 333 N. Pennsylvania St., Indianapo- 
lis, Ind. 

National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Il. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec 
retary of the manufacturers’ group. 

New York Houseware Show, July 
12-17, 1942, at the Auditorium, Atlantic 
City, N. J., sponsored by the New York 
Housewares Manufacturers’ Assn., Hotel 
Pennsylvania, New York. Mrs. Flo 
English, secretary. 

Central States Hardware Club 
events: golf tournament, June 26 at 
the Tam O’Shanter Golf Club, Chi- 
cago, Ill; banquet and floor show, 
Sunday evening, Oct. 18, previous to 
the hardware jobbers and manufactur- 
ers’ convention, in the Lincoln Room, 
La Salle Hotel, Chicago. Committee in 
charge, Will J. Feddery, Harpwarer 
Ace, Cleveland, chairman: H. A. 
Squibbs, American Steel & Wire Co.. 
Chicago; J. McCue, Russell & Erwin 
Mfg. Co., Chicago; and Ben Leve, The 
Carborundum Co., Chicago. 


Extra Income from Service and Repairs 


pT M. BAER Hardware, Tyler. 
e Tex. (population 17,311), op- 
erates a repair and service depart- 
ment which produces considerable 
income, provides a very essential 
service and uncovers prospects for 
many new items of merchandise 
throughout the year. The depart- 
ment has been in operation for sev- 
eral years and new services are 
added whenever the demand justifies 
such action. 

When the repair and service de- 
partment was started, repairing and 
servicing of gasoline irons was prac- 
tically the only work attempted. 
Gradually other services were added 
until today gasoline lanterns, gas 
and oil stoves, fishing rods, reels, 
guns, and other items of merchan- 
dise are now overhauled and fixed 
in this shop. 

The shop is separated from the 
rest of the store and occupies a 
space approximately 10 by 10 ft. It 
is equipped with every tool neces- 
sary for a repair job. A_ trained 
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mechanic does the repair work, thus 
assuring customers of high grade 
work and prompt service. 








Hardware Harry 


CANNING SUPPLIES | 






MASON ThA CAPS 
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“THE WINNER GETS MY LAST Box OF JAN: RUGSERE- 





YOUR 
GARDEN 
TRADE 
WILL 
BUY 
| THIS 
Tablets |} SIZE 


Min 


Display the 
New Victory 









| j Garden 
& A Package 
= Get these extra profits 
= Sell Plantabbs in quantity lots. Don’t think of 
= them as a 10c item. There's a definite -de- 
= mand for the $3.50 garden size (this year, 
4 among victory garden fans, more than ever) 
—j and the $1.00 box is always a big seller. 
= Stock them. Display them, and make this 
= extra profit on volume sales. 
= List Price 
= 10c Retail Plantabbs . re | 
= 25c Retail Plantabbs .......... $2.00 Doz. 
= 50c Retail Plantabbs ..........$4.00 Doz. 
= $1.00 Retail Plantabbs .......... $8.00 Doz. 
= $3.50 Retail Plantabbs .......... $2.75 Each 
= Extra 5% on $6.00 Order 
= Extra 10% on $12.00 Order 
= From all Wholesalers or P bbs Company, 
= | W. Biddle St., Baltimore, Md. 
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Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes Ie” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 
100 E. 42nd St, New York City 
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Classihied Opporvtumitiea Section... 








Use this section to. reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





| Clansihied Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 
Positions Wanted 
(Special Rate) set solid, maximum 
BP GEE: vo ciccadsecccscceccévess $1.00 


Each additional word.............--. 05 
Allow Seven Words for Keyed Address or Your Address 


Ses DISPLAY RATES 


One in 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 5% off; 8 insertions, 10% = 

Due to the special rate, these discounts 

net apply on Position Wanted png 
ments. 


-@e- 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, 
Catalogs, etc., will net be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remail- 




















HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 

- O@- 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











Positions Wanted || 


Help Wanted 
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AN EXPERIENCED EXECUTIVE 
can spare the time now, on account of Limitation 
Order L-62 to do special work for Jobbers, Dis- 
tributors or Manufacturers connected or selling 
Retail Stores. This executive has been very suc- 
cessful in the past ten years doing this work for 
leading Chain Stores and Steel Manufacturers. 
Now, is the time to lay the ground work! 

Address Box H-70, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 














POSITION WANTED AS A PURCHASING 
agent with a hardware jobber or a manufacturing 
company. 17 years’ experience in retail and 13 
years with wholesale jobber. Can furnish A-1 
reference. Age 50. Married. Address Box H-69, 
care of Haroware Ace, 100 E. 42nd Street, 
New York City 





MANUFACTURER’S REPRESENTATIVE 
DESIRES A STRONG, outstanding line for the 
hardware trade, paint trade, or both in the New 
England territory. Have an exceptionally fine 
following among wholesalers, chains and major 
dealers. Reside within the territory, have an ex- 
cellent sales record, and can be relied upon for 
efficient, intelligent representation. Address Box 
H-66, care of Harpwars.,Ace, 100 E. 42nd St.. 
N. Y. City. 





YOUNG MARRIED MAN, TWENTY-EIGHT 
YEARS OLD, 3A draft (April 6, 1942 reclassified 
and left in 3A). ine years as retail salesman, 
buyer and manager. Capable of managing store 
or producing results as road salesman. Perfect 
health. Seeks position with reliable firm where 
hard work is appreciated and rewarded. Will go 
anywhere. Good character and best of references 
furnished. Address Box H-77, care of Harpware 
Ace, 100 E. 42nd Street, N. Y. City. 





WILL CONSIDER POSITION WITH 
HARDWARE jobber in sales management, sales 
promotion, merchandising and sales training. Ex- 
perience covers all phases hardware jobbing. Em- 
ployed now. Health excellent. Not subject to 
draft. Submit reference or interview to interested 
firms. Can be available July first. Address Box 
H-71. care of Harpware Ace, 100 E. 42nd Street. 
New York City. 





EXPERIENCED SALESMAN NEEDS 
MAJOR LINE, due to priorities effecting present 
connections. Has proven record and managerial 
promotional experience and now selling jobbers 
and large hardware, houseware and group chain 
store buyers Ohio Valley and Great Lakes terri- 
tory for several years. Write Box H-72, care of 
Hagpware AGE, City. 


100 E. 42nd St., N. Y. 
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GENERAL MANAGER 


wanted for prominent con- 
veying equipment plant. 
Must have long background 
in line or related field. Write 
full particulars to— 


Box H-65 
care of HARDWARE AGE 
100 E. 42nd Street, New York City 














HARDWARE MAN, WITH KNOWLEDGE 
OF PAINTS. Executive ability to manage large 


store. Salary between $40. and $50. weekly. 
Steady. Address Box H-73, care of HARDWARE 
Ace, 100 E. 42nd Street, New York City. 











There's a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 

















SALESMEN 


now covering hardware, paint and Jum- 
ber dealers, wanted for territories in 
New England, Middle Atlantic ané 
Central Western States to sell national 
product as a side line. 
Address Bcx H-57, care HARDWARE AGE 
100 E. 42nd Street, New York City 








PAINT DISTRIBUTORS 


Well-known quality paint manufac- 
turer for over fifty years, located in 
Pittsburgh, Pennsylvania, desires dis- 
tributors in eastern, mid-western, and 
southern states. 
Address Box H-16, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 














WANTED SALESMAN — RAPIDLY EX- 
PANDING COMPANY doing national business 
offers fine opportunity for men calling on indus- 
trial trade, familiar with the maintenance men. 
Desirable territories open with repeat business 
protection and full mail order protection. Ad- 
vertised product. No samples to carry. Give 
full details first letter. Address Box H-48, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City 


SALES REPRESENTATIVES WANTED 
FOR NATIONALLY-KNOWN concern to_ sel) 
plumbing supplies in the following states: Mary- 
land, West Virginia, Ohio, Indiana, Kentucky, 
Tennessee, and Michigan. Commission basis. Give 
full details first letter as to territory covered. 
Address Box H-74, care of Harpware Acz, 100 
E. 42nd Street, New York City. 








| —s Accounts Wanted | 











MANUFACTURERS 


Additions] HARDWARE, HOUSEWARES and 
ALLIED LINES wanted by members of the New 
York Hard consists of 
alert salesm profitable contacts among 
wholesalers, retailers, and mill distributors 
throughout the eastern and middle Atlantic States. 


Address Box H-76, care of HARDWARE AGE 
100 E. 42nd St., New York City 
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INDUSTRY ANSWERS THE CALL! 


32,145 Firms With Over 








as # on 17,700,000 Employees 
Kg 
ab bee ees, Have Installed the... 
10 ee ae 
a 


year ae * 
eikze, Cage \  PAY-ROLL SAVINGS PLAN 





Have YOU Started the Pay- Roll a 
Savings Plan in YOUR Company? Plan Easy to Install 


. ? Like all efficient systems, the Pay-Roll Savings 
Like a strong, healthy wind, the Pay-Roll Savings Plan is amazingly easy to install, whether your 
Plan is sweeping America! Already more than employees number three or ten thousand. 
32,000 firms, large and small, have adopted the Plan, 
with a total of over seventeen million employees— 
and the number is swelling hourly. 


For full facts and samples of free literature, send 
the coupon below—today! Or write, Treasury De- 


partment, Section C, 709 Twelfth Street NW., 
But time is short!..More and more billions are Washington, D. C. 


needed, and needed fast, to help buy the guns, tanks, 


planes, and ships America’s fighting forces must NOW 


have. The best and quickest way to raise this money U poN 
is by giving every American wage earner a chance to T H I Ss co 
participate in the regular, systematic purchase of M AIL i. 
Defense Bonds. The Plan provides the one perfect artments Sect! 
means of sluicing a part of ALL America’s income Treasury SL NW: 
into the Defense Bond channel regularly every pay- 709-12" son, D- c ao 
day in an ever-rising flood. Washing do o¥8 on reeere 
We weil informings Pia 

Do your part by installing the Pay-Roll Savings =a -_— pet ie 
Plan now. For truly, in this war, this people’s war, WWS foke Sw | at eh lial 
VICTORY BEGINS AT THE PAY WINDOW. y , Name. ''S ei eggs eg a 

4; O_O aati 


MAKE EVERY PAY-DAY...BOND DAY! 


U.S. Defense BONDS * STAMPS 
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755 MISSION STREET - SAN FRANCISCO, CALIF. 





All Marbie's 
Products are 
American-Made 


MANUFACTURERS of 
Western Riding Equipment 
and Harness 





Full flower stamped, hand- 

tooled western saddles and riding bridles for 

cattlemen and Dude Ranches. Work harness 

and harness parts. Silver mountings for western 

saddles, bridles, martingales and men’s belts. 
Write for dealer’s catalog 


KEYSTON BROS. 


WESTERN SADDLE MAKERS SINCE 1868 





“HANDY 
SALES-MAKER” 


MARBLES 
CATALOG 


—of Sights, Gun Clean- 
ers, Gun Oil, Knives, 
Safety Axes, Compasses, 
Fish Gaffs, etc. 
Write for Dealer Catalog 
of this nationally adver- 
tised line of steady sellers 


MARBLE ARMS & MFG. CO. 


540 Delta Avenue Gladstone, Mich., U. S. A. 














Help Your Customers 
KEEP THEIR 
FLASHLIGHTS FIT 


To help conserve America’s 
materials, help preserve your 
customers’ flashlights. Supply 
them with Ray-O-Vac LEAK- 
PROOF Batteries—the bat- 
teries that protect against cor- 
rosion, keep flashlights in 1-A 
condition. 


RAY-O-VAC COMPANY 


Madison, Wisconsin 











Gere" DOMES &¥ SILENCE 





SLIDE SILENTLY - SOFTLY - SMOOTHLY 


4c SET-10c SET-10c SET 








SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Neme "Domes of Silence" 
en each genuine Glide. 





Domes of Silence — Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 
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A 


Acme Steel Company . 
American Cabinet Hdwe. Corp. 
American Chain & Cable Co. 
American Chain Div. 

American Grease Stick Co. e 
American Molded Prods. Co. 
American Shearer Mfg. Co. 
Ames Baldwin Wyoming Co. 
Arcade Mfg. Co. 
Archer-Daniels-Midland Co. 
Armstrong-Bray & Co. 

Atkins & Co., E. C. 

Atlas Asbestos Co. 


Ballonoff Metal Prods. Co. 

Bassick Company 

— Woven Hose & Rubber 
° 

Briggs & Stratton Corp. 

Brooks & Sons, Co., M. 

Brown & Sharpe Mfg. Co. 

Builders’ Hdwe. Textbook 


Cc 


Calbar Paint & Varnish Co. 

Champion Hdwe. Co. 

Cheney Hammer Corp., Henry 

Clark Mfg. Co., J. L. 

Clemson Bros., Inc. 

Cleveland Co-Operative Stove 
Co. the 

Columbian Rope Co. 
Columbian Vise & Mfg. Co. 

Cook Co., H. C. 

Crescent Tool Co. 

Cyclone Fence Co. 


D 


Dean Rubber Mfg. Co. 
Disston & Sons, Henry 
Domes of Silence, Inc. 
Drake Electric Wks., Inc. 
Draper-Maynard Co. 


* Pont de Nemours & Co., Inc., 


|. (Duco Cement) 


* aw de Nemours & Co., Inc., 
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(Nylon) . 
a ‘eead de Nemours & Co., Inc., 
1. (Paint) 
E 
Eagle Mfg. Co. 
F 


Forsberq Mfg. Co. 
Frantz Mfg. Co. 
French & Hecht, Inc. 


, S 


Gibson Good Tools, Inc. 
Graham Mfg. Co. 


H 


Hazard yay Wire Wks. 
Heller & Co., W. C. 

Holt Mfg. > 

Hoppe, Inc., Frank A. 

Hotel Bellevue-Stratford 

Hoyt & Worthen Tanning Corp. 


Ideal Cabinet Corp. 
Imperial Bit & Snap Co. 
Independent Lock Co. 


K 


Kampa Mfg. Company 
Keyston Bros. 
Klein & Sons, Mathias 


L 


Lamson & Sessions Co. 
Larson Co., Chas. O 
Lincoln Engineering Co. 
Lufkin Rule Co., The 
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100 


94 
94 
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M 


McGraw Electric Co. 
McKinney Mfg. Co. 

Marble Arms & Mfg. Co. 
Master Lock Co. 

Master Metal Prod. Co. 
Miami Cabinet Div. 

Miller, Inc., Robert E. 
Milwaukee Stamping Co. 
Mortell Co., J. W. 

Myers & Bro. Co., The F. E. 


N 


National Mfg. Co. 
National Screen Co., Inc. 
North & Judd Mfg. Co. 


° 


Okonite Co., The 
Oxford Tool Co. 


P 


Patent Novelty Co. 
Pecora Paint Co. 
Plantabbs Company 
Porter, Inc., H. K. 
Prime Mfg. Co. 
Puritan Cordage Mills 


Raybestos-Manhattan, Inc. 
(Industrial Sales Div.) 
Raybestos-Manhattan, Inc. 

(Raybestos Div.) 
Ray-O-Vac Company 
Remington Arms Co., Inc. 
Rogers Isinglass & Glue Co. 
Ruby Chemical Co. 


Russell Burdsall & Ward Bolt & 


Nut Company F 
Ryerson & Son, Inc., Jos. T. 


s 


Sand's Level & Tool Co. 
Schalk Chemical Co. 
Selchow & Righter Co. 
Shapleigh Hardware Co. 


Sheffield Bronze Powder & Sten- 


en Ge.’ .-. 
Shelby Cycle Co. 
Sherwin-Williams Co., The 
Simonds Saw & Tool Co. 
Simoniz Co., The 
Smith, Inc., Landon P. 
Stanley Tools 
Stanley Works . 
Starrett Co., The L. S. 
Stearns & Co., E. C. 
Stewart Iron Wks. Co. 
Superior Fastener Corp. . 
Swift & Company (Vigoro Div.) 


Tate Co., E. H. 
Treasury Dept 


U 

Union Hardware Co. 

U. S. Steel Corp. 

Utica Drop Forge & Tool Co. 
v 

Vaughan & Bushnell Mfg. Co. 


Vaughan Novelty Mfg. Co., Inc. 


Ww 


Winchester Repeating Arms Co. 


Wooster Brush Co. 


Y 
Yale & Towne Mfg. Co., The 


z 


Zouri Store Fronts 
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ONS’ WOOD 


World's Standard for Half a Century 


SAND’S LEVELS 


TELL THE TRUTH TILE SETTERS wOOD 
' } : AND ALUMINUM 
SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. 
“FACTORY = ¥ ae WRITE 
BUILT-IN ACCURACY” (1 O) am VP VEOle: 


MAS CARPENTERS WOOD 
AND ALUMINUM AND ALUMINUM 
SAND'S-STEVENS 
SURFACE AND LINE 
























i 
CALBAR 


-0- 
QUICK LOADING CARTRIDGES 
WITH CARTRIDGE EJECTOR GUN 


Use Caulk-O-Seal in the new Vuleo Fibre Car 














8 mean more profits 


58 

83 Packaged in attractive 
red, white, and blue dis- 
play cartons, Rubyfluid 





e sells on sight. Its per- tridge lined with cellophane. Special construction 
” - of Calbar High Pressure Gun and Cartridge elimi 

92 fect soldering results nates all backfiring and leakage. Quick action 
have won thousands of No waste. Always clean, Caulk-O-Seal is super 

a = Ys > . plastic, weatherproof, Holds fast. Easy to apply 

daily users. Give Ruby Comes in Tubes, Cans, Drums, CARTRIDGES 

fluid a chance. It will Black and 12 Colors. Send for Color Chart 



















































99 serve you and your cus- YOUR JOBBER ena pace You 
73 tomers well. CALBAR Paint & Varnish Co- 
91 ; Mfrs. of Technical Products 
85 RUBY CHEMICAL CO. g epee rem gm 
ad 58 McDowell Street PHILADELPHIA, PA. 
& Columbus, Ohio 
; scm CRT x3 NG 
7 , BE ASKING for imreria 
" Ss li I D d 
%8 upplies an noletana eman FOLDING BOAT SEAT! 
7 
9 This Fulton No. 54 Magazine Here’s a low-cost item that is fishermen’s 
’ Mail Box meets the need for a bait f ' 
49 city letter box that holds large ait for your store * 
93 oe a parcels. Light- weight, compact, adaptable to 
ait” bende of at. quage rust- every boat style, Imperial Folding Boat Seat 
resisting material in variety means comfort to customers, profits to you! 
of finishes. Each box in cor- Felt-padding, colorful upholstery in water- WRITE 
oe += ens fill taataaaa proof art leather, make it attractive, serv- FOR 
16 a sniiin tie © iceable, a fast-selling article. PRICES 
39 Quality Letter Boxes Order from your jobber now ! 
102 : and other Housefurnish- — 
3 ings, write for FREE 
89 copy of the Fulton Cata- 
93 los. IMPERIAL 
> Ask Your Wholesaler About Our Low Prices BIT & SNAP CO. 
.= RACINE, WISCONSIN Go 
7 
91 305 Eighth Avenue Fulton, Illinois 
78 
86 
82 


¥ QUALITY CLIPPERS 


that bring 
94 added sales 


All guns need Hoppe’s No. 9 be- 





ESSENTIAL 
ag to DEFENSE 


' to you cause every gun needs cleaning. 
And right now Hoppe’s No. 9 is 
Write for Catalog the one best seller because it cleans guns RIGHT. 
101 B & Sh So — be on the alert. Be sure 
" a _— vou have Hoppe’s No. 9 Solvent. 


Mfg. Co. 


Providence, R. |. 


Hoppe’s Patches, Hoppe’s Lubri- 
cating Oil and Hoppe’s Gun Grease 
on hand for the demand. 


FRANK A. HOPPE, INC. 
2314A North 8th St. Philadelphia, Pa. 








i BROWN & SHARPE 


eet ee 




















9 
2 
3 
ack Saws 
ompz nd nail Saws, etc 
- E. C. ATKINS AND COMPANY -+- 410 S. ILLINOIS STREET - INDIANAPOLIS, INDIANA 
GE 











1942 





MAY 14, 99 








STRONG 
INEXPENSIVE 
* DURABLE 


LARSON 
SAW-HORSE 
BRACKETS 


EASY TO USE 
EASIER TO SELL 
* * 

Made of heavy gauge steel 

rust proof finish. 

* * 
Packed one set in display 
carton. Retailing for 75¢. 


Delivery at once thru your 
Jobber or write direct. 








Manufactured by CHAS. O. LARSON CO. Sterling, Illinois 


a 
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ee + : 
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For 30 years Frantz has supplied the needs of the na- 
tion for quality hardware. Now Frantz offers approved 
items for defense housing. Write for information. 


FRANTZ MANUFACTURING CO. 
Sterling, Illinois 








RUBBER-TIRED WHEELS 








FOR 
WAR 





HEAVY DUTY WHEELS 
with 4.00 x 8” Tire and 

inner Tube, in 2 or 4 ply, by 
with plain or Roller Bear- 
ings. 


~ = 
‘ ¥ py, 2, AN ; 
Those of your customers who — des FAR 
manufacture certain Portable " Ka 
Conveyances and Mobile War 
Equipment which call for ac- 
curately made, highly de- 
pendable  Rubber-Tired 
Wheels will welcome an ac- 
quaintance with our complete 
line of Pneumatic, Semi- 
Pneumatic, Cushion (Punc- 
ture-Proof) and Solid Rub- 
ber-Tired Wheels. 
We have the Experience and 
the Facilities for rendering 
the service they demand. You 
benefit yourself and support 
the War Effort when you his Cushion-Type (Zere Pres- 
locate qualified users Of ure) Puncture-Proot W 
French & Hecht Rubber _  wWheel Is a great Favorite. Ne in- 
Tired Wheels. flation problems. 


Write TODAY for CATALOG and PRICE LIST 


FRENCH & HECHT, INC. 
Wheel Builders Since e - ee 





105 East Third 
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Jhe Collovue 


IS THE GATHERING PLACE 


of those who do the important things in 
business, social and public life. It may 
be a business meeting, a small dinner, 
a great banquet, an exclusive party, or 
a number of each at the same hour— 
the Bellevue embraces them all in the 
tremendous capacity of its facilities— 
each with an intelligent service that 
leaves nothing to be desired. 


BELLEVUE-STRATFORD 


PHILADELPHIA 
CLAUDE H. BENNETT, General Manager 
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| T is just as true today as ever 

that most buyers appreciate 
quality merchandise. For they 
know that it is the cheapest in the 
long run. 

That’s why it is important 
right now to keep showing your 
customers that you are handling 
quality goods. Take screen cloth, 
for example. When you show a 
customer the Cyclone Red Tag— 
with the U-S-S trade-mark and 
the Cyclone name on it——you tell 
him in a flash that he is getting 
good merchandise. Y ou justify his 


confidence in you and you hold 


Why your good wi 


with customers 
was never more 


his business during times when he 
might otherwise shop elsewhere. 

One thing you can be sure 
about. The quality of Cyclone 
“Red Tag” Screen Cloth will 
never let you down. You can show 
customers its evenly spaced mesh 
—its straight wires—its smooth 
galvanizing or painted finish. The 
quality appearance of Cyclone 
Cloth and the famous “U-S-S 
Cyclone” name work together to 


help you clinch the sale. 


CYCLONE FENCE DIVISION 
(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois 
Branches in Principal Cities 
United States Steel Export Company, New York 


U'S*S CYCLONE’ Re?7o9° SCREEN CLOTH 


UNITED 
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SCREEN CLOTH 
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LAWN FENCE 


Service built the quality reputation 
of these Cyclone ‘‘Red Tag’’ Products 
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..«Diamonb EpGe since 1864 


... KEEN KUTTER since 1870 


SHAPLEIGH HARDWARE COMPANY, 


SHAPLEIGH SERIES No. 2381 





